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Sperry Flour Company’s Mill at Spokane, Washington 
Sheet Metal Contractors, Brandt Bros 


ARM 





{ r Oo ad ingot Iron 


Three carloads of black and galvanized Armco-Ingot Iron Armco-Ingot Iron is used for roofing, siding, heating 
were used in the bins and pipes of this modern flour mill. and ventilating pipes and ducts, gutters, leaders, down 
For many years to come, this rust-resisting iron will avoid spouts,cornices, tanks, tubes, fence wire, lath and many 
any costly replacement, the item that eats into profits. other purposes where corrosion must be checked. 


THE AMERICAN ROLLING MILL CO. - Middletown, Ohio 
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_ and gutters made 
from Horse Head Zinc do 
not stain the buildings they a= 


adorn. In addition to their 
great economy and great 
endurance, this freedom 
from staining should com- 
mend them to all who love 
beautiful structures. 


THE NEW JERSEY ZINC COMPANY 
160 Front Street (Established 1548) New York City 


CuicaGo: Mineral Point Zinc Company 
PirrsBURGH: The New Jersey Zinc Sales Co. 
SAN Francisco: The New Jersey Zinc Sales Co. 
CLEVELAND: The New Jersey Zinc Sales Co. 
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The World’s Standard for Zinc Products 
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FURTHER LIGHT ON THE FUNDAMENTALS IN 
ORGANIZATION WORK 


During the recent Annual Convention of 


the National Association of Sheet Metal Con- 
tractors, there was considerable discussion, 
“off the convention floor,” about the editorial 
which was published in our June 23rd issue, 
and in which we advocated the principle of 
establishing a higher rate for membership 
fees and dues in trade organizations. 

Many of those who expressed themselves 
on the subject—most of them, in fact—agreed 
with the principle thus set forth, although 
some maintained that a large number of “the 
little fellows” would be kept out if the dues 
were raised very considerably. 





“Man receives in benefit according to what 
In other words, if a sheet metal 
contractor pays into the treasury of his or- 
ganization ten dollars a year, as against the 
more than one hundred dollars that every one 
of his union journeyman employees pay into 
their organization, he cannot expect to re- 
ceive much more than one-tenth in benefit 
from his association, as compared with the 
benefit derived from the union by his journey- 
men employees. 


he puts in.” 


To cite a concrete example, there are the 
plumbers’ and the steamfitters’ organizations 
in Chicago. 

A few years ago, the conditions under 
which the plumbing and steamfitting contrac- 
tor did business in Chicago were about as un- 
satisfactory as those under which the sheet 
metal contractors labor right now. 


caused by sheer 
or by ignorance of fundamental 


Unfair competition, either 
“cussedness”’ 
cost facts. 


Ability of any fly-by-night “contractor” to 
secure supplies from any of the reliable whole- 


salers or manufacturers. 


Today, no such conditions obtain in the 
plumbing and steamfitting 

And only because those 
organization of these two trades, 


financed from the 


trades— 

who effected the 
saw to it 
that each one was properly 
Start. 

And today it is reported on reliable author- 
ity that contracting steamfitters are satisfied 
to pay as dues about one hundred dollars every 
month. 

We do 


however, 


any such amount, 


there is an 


not advocate 


because where over- 
abundance of money in an association treasury 
there is also a danger that the money may be 
spent in ways that are not legal. 

Ten dollars per year per member might be 
sufficient if all the sheet metal contractors in 
Chicago who would volunteer to bring in an- 
member were able to persuade their 


are neither 


other 
but there 
enough men of that 


neighbor to “join up,” 
enough volunteers nor 
peculiar ability which is required to bring in 
those who are either indifferent or actually 
oppose the idea. 

It takes a real expert, much as we dislike 
that word, and he won’t work unless you pay 


him well. 





































AMERICAN ARTISAN AND HARDWARE RECORD 














Random Notes and Siactales 


By Sidney Arnold 

















Although not actively engaged 
in the Retailers’ Congress at Rich- 
mond, Virginia, Secretary John 
Donnan, of the Southern Hardware 
Jobbers’ Association, did not for a 
moment forget his many friends 
among the delegates representing 
the American Hardware Manufac- 
turers’ Association. 

With true Southern hospitality 
and courtesy, Secretary Donnan, 
who is a member of the Country 
Club, saw to it that guest cards were 
given to his friends, so that they 
might enjoy all the courtesies of the 
Country Club, including the beau- 
tiful golf course. 

Mr. Donnan was born in Rich- 
mond and he is quite proud of his 
home, which stands two houses 
away from the Confederate White 
House used by Jefferson Davis 
during the Civil War. 

Mr. Donnan was especially inter- 
esting to those of his friends whom 
he escorted about the beautiful and 
historic city of Richmond, as his in- 
timate knowledge of the city en- 
abled him to conduct his visitors to 
many points of interest not gener- 
ally known to tourists. 

*K * * 

D. E. Cummings, who is in 
charge of the Chicago branch of the 
Thatcher Furnace Company, was 
going through a jobbing house one 
day, being escorted by the big boss. 

The owner, who is noted for his 
impatience with loafing in any form, 
noticed a boy leaning idly against a 
packing case, whistling cheerily and 
with nothing at all on his mind. 
The chief stopped and stared. Such 
a thing was unheard of in his estab- 
lishment. 

“How much are you getting a 
week ?” he demanded, with charac- 
teristic abruptness. 

“Twelve dollars.” 

“Here’s your twelve. 
out. You’re through.” 

As the boy philosophically pock- 
eted the money and departed, the 


Now, get 





boss turned to the chief clerk and 
demanded : 

“Since when has that fellow been 
with us ?” 

“Never that I know of,’ was the 
response. “He just brought over a 
note for us from Binx & Jinx.” 

* ok x 


Our manager, who had been in 
Richmond, Virginia, during the An- 
nual Congress of the National Re- 
tail Hardware Association, tells me 
she had the most delightful surprise 
of her life when she met Henry H. 
Beers, first president of the Old 
Guard Southern Hardware Sales- 





Henry H. Beers. 


men’s Association, and best beloved 
of all the Old Guard. 


“Henry” has passed his 83rd 
birthday, she had been told, and nat- 
urally she expected to meet an old 
man, but “Henry Beers is 83 years 
young, and as charming a young 
Southern gentleman as anyone 
would want to meet,” she says. “No 
wonder the Old Guard and the 
Southern Jobbers all speak of him 
in such terms of affection.” 

* * * 


Foolish questions are often asked 
by people who ought to know bet- 
ter. Here is a comeback sent to me 
by E. B. Langenberg, the new pres- 
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ident of the National Warm Air 
Heating and Ventilating Associq- 
tion: 

Pat’s finger had been caught in a 
buzz saw and hacked completely off, 
He was rushed to a doctor. 


“Was it cut off.clean that way all 
at once?” asked the M. D. 

“Sure,” retorted Pat with some 
sarcasm, “ye don’t think I held it 
there jist to make a good job of it, 
do ye?” 


* * * 


“Now I know,” said Henry 
Squibbs, of the American Steel & 
Wire Company, “why there are so 
many raw or half-baked. stories in 
the book stalls, as the blooming Brit- 
ishers call them, for the other day 
as I was driving on Jackson Boule- 
vard, there was a sign in window 
with this information and invitation 
‘For Sale—A Combina- 
tion Stove and Bookcase.’ ” 


to buyers: 


* ox 


“Some people are very free with 
sympathy until it comes to a matter 
of opening their pocketbooks, and 
then for some reason they somehow 
fade out of the picture,” said Rob- 
ert Kerr, of the Clayton & Lambert 
Manufacturing Company, to me the 
other day when we were talking 
about a certain man; “they remind 
me of the landlord,” and then he 
told the following story: 

A big, burly man called at the rec- 
tory and when the door was opened 
asked to see the rector’s wife, a 
woman well known for her chari- 
table impulses. 


“Madame,” he addressed her in a 
broken voice, “I wish to draw your 
attention to the terrible plight of a 
poor family in this district. The 
father is dead, the mother is too ill 
to work and the nine children are 
starving. are about to be 
turned into the cold, cold streets un- 
less someone pays their arrears in 
rent, which amounts to fifty dol- 
lars.” 


They 


” 


terrible!” exclaimed the 
lady. “May I ask who you are?” 


“How 


The sympathetic visitor applied 
his handkerchief to his eyes. 
“I’m the landlord,” he sobbed. 
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Western Warm Air Furnace G& Supply Association 
Holds Semi-Annual Meeting at Hotel Statler, 
St Louis, Missouri, June 25. 


Standardization Committee Recommends Campaign to 
Standardize Floor and Baseboard Warm Air Registers— 
Present Committee to Be Enlarged to Include Nine Members. 


HE semi-annual meeting of the 
T Western Warm Air Furnace 
& Supply Association was held 
Monday morning, June 25, at the 
Hotel Statler, St. Louis, Missouri, 
with a representative crowd in at- 
tendance. 

In the absence of Secretary John 
H. Hussie, who, we regret to state, 
is dangerously ill at his home, R. W. 
Blanchard was Acting Secretary. 
Mr. Blanchard read the minutes of 
the previous meeting and also a let- 
ter from Secretary of Commerce 
Hoover, in which Secretary Hoover 
recommended that more care be ex- 
ercised in ordering and using rail- 
road cars, in order to facilitate the 
movement of freight and to aid 
making its movement more economi- 
cal. 

J. Harvey Manny made a motion 
that a reply to Secretary Hoover's 
letter be sent, stating that the West- 
ern Warm Air Furnace & Supply 
Association will coéperate with the 
railroads to the fullest extent pos- 
sible. 

Following this motion the Presi- 
dent, E. L. Jaynes, Minneapolis, 
Minnesota, delivered his address. 
President Jaynes stated the Stand- 
ard Code will be a part of the Min- 
neapolis building code. 

Report of President E. L. Jaynes, 


Minneapolis, Minnescta. 


Perhaps no other association of its 
kind has accomplished so much in the 
short period of time that it has been in 
existence, but there is much more that 
must be accomplished. There are many 
more firms in our line of business who 
ought to be members of this Association. 
There is much more that we who are 
members of the Association might do. 


Conduct Business on Ethical 
Principles. 


The greatest teacher of ethics. and 
morals who ever lived has laid down the 
one rule that is infallible, and while it 
is not my intention to turn into a 
preacher, yet I am going to tell you this 
morning that until we as members of 





this Association conduct ourselves and 
our business only on the basis of the 
Golden Rule, we will not progress to that 
point where Association work cannot be 
beneficial to us. 


Some wonderful changes have taken 
place in business methods during the 
past few years. Some practices that 
ought never to be countenanced are still 
in effect, however, and it is my desire 
that this Association undertake at least 
to eliminate some of them. It can only 
be done through education, and through 
convincing the dealers of the unethical 
methods they are employing. 





E. L. Jaynes, 
President. 


I will enumerate some of the things 
I would like to see corrected. One of 
them is the payment of commissions to 
contractors or better known as the evil 
of selling to contractors and permitting 
the contractor to sell to the owner. The 
average contractor is only interested in 
price. He is not usually interested in 
giving his customer the best heating 
plant that he can purchase, and therefore 
is not interested in building up the fur- 
nace business. While he is not con- 
sciously, nor perhaps would not admit 
that he is tearing down the business, yet 
he and the furnace man that sells him 
both in effect are doing all in their power 
to ruin the warm air heating business by 
putting in furnaces too small to give the 
highest rate of efficiency and by in- 
stalling pipes and registers of too small 
capacity, and so on. 

Discontinue Practice of Giving Com- 
missions. 

Another evil that I think should be 
corrected is the payment of a $5.00 and 
$1000 commission to the man to whom 
you have sold-a heating plant for every 





prospect that he turns over to you, and 
you sell, which amounts to not much 
less than blackmail to make that pros- 
pective customer pay five or ten dollars 
more than the job is worth, and then in 
turn give that five or ten dollars to the 
man who admits he is pleased with the 
plant he has, and yet is unwilling to give 
a good honest recommendation and ac- 
knowledgment of benefits received with- 
out pay. 

You may think that these are matters 
over which we as jobbers and manufac- 
turers have no control; that in other 
words, they are dealers’ problems, but I 
believe that the manufacturer and jobber 
who sends out his traveling salesman 
could, by a campaign of education, mate- 
rially influence the actions of the dealer. 


Experience of an Organizer in 
Lumber Trade. 


Some time ago the lumber dealers of 
one of the principal towns in the state 
of Iowa decided they would like to or- 
ganize a local Association, of all the 
lumber dealers in that town. They sent 
to Minneapolis for a man who had or- 
ganized the lumber dealers in Minne- 
apolis, and who had a plan that looked 
like it would work, and work satisfac- 
torily, to come and talk to them. He 
arrived in their town on an early morn- 
ing train, and having no engagement for 
the entire forenoon he started out to 
talk to the individual lumber merchants. 
He asked the first merchant he met what 
their principal troubles were in that town, 
and was told that conditions were not 
so bad were it not for a certain lumber 
dealer who could not be approached or 
talked to about organizing, and who was 
nothing less than a rascal of the first 
order. He told the man from Minne- 
apolis of some mean things the other 
dealer had been doing. The Minneapolis 
man cut his time as short as possible, 
and went right over to see this other 
fellow, and after introducing himself 
asked him what the conditions in the 
lumber business were in that town, and 
was told that conditions were not so bad 
if it was not for a certain other lumber 
dealer who happened to be the man with 
whom he had talked first. The Minne- 
apolis man went clear around among all 
the principal dealers, and by the time he 
had got around he was in possession of 
the information that every lumber dealer 
in that town was a crook and a rascal. 

When he was introduced as the prin- 
cipal speaker at a meeting during the 
afternoon, he opened his remarks by ad- 
dressing the meeting as the biggest ag- 
gregation of “tough nuts” and rascals 
that he had ever stood before. He, fur- 
thermore, told them that he knew they 
were bad actors in the business game, 
because every one of them had told him 
so. It brought home to that meeting of 
otherwise good business men the realiza- 
tion that they were working along the 
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wrong lines entirely, and he showed them 
the possibility of their working along 
harmonious lines with a higher object 
in view than tearing down the other fel- 
low’s business, with the result that at 
the end of the first year of the life of 
the organization effected at that time, 
every lumber merchant in the town had 
made money, and it was the first year in 
the history of those firms that all mer- 
chants had made money. 

It seems to me that each one of us 
here ought to see to it that the retail fur- 
nace dealers in his home town and as 
many as possible in his entire territory, 
organize into local associations. It will 
certainly benefit the wholesaler and man- 
ufacturers to have the retailer in a pros- 
perous condition. 

Reiteration of Furnace Code. 


We have adopted’a code of installation, 
yet unless each and every concern is 
willing to lay aside its own personal 
prejudices and ideas, and adopt and put 
into effect that code, we might just as 
well not have one. I have put into effect 
as far as possible the new Furnace Code 
I am experiencing at the present moment 
considerable difficulty because of those 
dealers in Minneapolis who have not put 
the code into practice, and who are rep- 
resenting and claiming to represent firms 
who have endorsed the code, and it 
seems to me that it is high time that the 
endorsement by any firm of a_ code 
should mean that they would use the 
rules laid down in that code in their 
every day business practice, and I think 
that manufacturers and jobbers should 
insist that their dealers use the code 
method in order to hold the agency for 
their line of goods. 

I trust that our committee on. Stand- 
ardization of Registers and Register 
sizes will be able to report advancement. 

Those of you who attended the con- 
vention held in Cleveland in April and 
listened to the government representative 
who talked on the subject of conserva- 
tion were impressed with the wonderful 
saving in cost of manufacturing of sev- 
eral different articles through standard- 
ization. I am fully convinced that the 
cost of registers could be cut in two, by 
a proper standardization of sizes and 
finishes. 

I am going to turn this meeting over 
to you now, with the expectation that 
much good will be accomplished before 
we adjourn. 


A suggestion was made by Mr. 
Manny that the Standard Code be 
printed in every manufacturer's and 
jobber’s catalogue. 

The Treasurer’s report was next 
heard, and this showed the organi- 
zation to be in a good financial con- 
dition. 

Dr. John P. Wagner reported that 
the program for a five-year cam- 
paign of publicity will be presented 
about January 1, 1924, bringing to 
the consumer real information as to 
the efficiency of a properly installed 
warm air furnace. 

In this connection, R. W. Blanch- 
ard said: “We must recognize the 
fact that some builders and con- 
tractors consider only price, and 
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that our campaign must be directed 
to the public on the necessity for 
proper installation and _ properly 
built furnaces.” ‘ 

George Harms said: ‘Make use 
of the Standard Code in educating 
the public, so that the owners will 
demand proper installations.” 

Fred Nesbit said: “I am in favor 
of pushing this publicity campaign, 
provided that the campaign is car- 
ried out on the basis of the Stand- 
ard Code.” 

The Minneapolis branch of the 
Henry Foundry & Furnace Com- 





R. W. Blanchard. 


pany was accepted as a member of 
the Western Warm Air Furnace & 
Supply Association. 

The report of the Standardization 
Committee followed the discussion 
on the publicity campaign and is as 
follows: 

Report of the Standardization Com- 
mittee. 

We recommend that a campaign 
he started to promote the standardi- 
zation of floor and baseboard warm 
air registers of the following sizes. 
Program to be continued and event- 
ually cover all sizes of registers and 
faces for both warm and cold air 
pipe, if successful. 

Floor Registers. 
8x12, with basement pipe, 8” 
9x12, with basement pipe, 9” 
10x12, with basement pipe, 10” 
12x14, with basement pipe, 12” 
14x16, with basement pipe, 14” 
16x20, with basement pipe, 16” 
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Baseboard Registers. 
8x10, with basement pipe, 9” 
9x12, with basement pipe, 9” 
10x12, with basement pipe, 10” 
11x13, with basement pipe, 12” 

Baseboard Stackheads. 

We recommend that stackheads 
for baseboard registers have a 
height from finished floor to regis- 
ter opening of not less than two and 
one-fourth inches. 

Base Extension. 

On this subject we do not feel 
competent to recommend the exact 
amount, and after consulting the 
different manufacturers’ catalogs 
we find that there is considerable 
discrepancy and that same should be 
determined after careful research 
work, such as is being carried on in 
the laboratory at the University of 
Illinois, and should not be deter- 
mined by rough calculations. 

Baseboard Register Flanges. 

The outside dimensions of base- 
board register flanges, where same 
attach to stackheads, should be of 
uniform dimensions for all makes of 
registers. 

We further recommend _ the 
standardization of furnace operating 
instruction cards and furnace pro- 
posals. Many copies have been pro- 
cured from furnace manufacturers, 
but same cover so many phases and 
angles that it was decided to defer 
a report on same to be submitted at 
the next meeting for your consid- 
eration. 

We would advise that a small 
fund be set aside (approximately 
$25.00) for the writing of sample 
proposals and instruction cards— 
copies of each to be sent to each 
member for his suggestions and rec- 
ommendations and for guidance of 
your committee in submitting copies 
at next meeting that more nearly 
conform to the general ideas of the 
membership. 

We invite a free discussion of the 
features of standardization by the 
membership and also their individ- 
ual written opinions to the succeed- 
ing Standardization Committee. 
R. W. MENK, Chairman, 
D. E. CUMMINGs, 

Harry L. Jackson. 
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In regard to the Standardization 
report, George Harms said: “The 
multiplicity of sizes of registers and 
pipes adds unnecessarily to the cost 
of installation. Standardization will 
simplify installation materially. The 
manufacturers and installers will 
save money.” 

It was stated that copies of the 
committee’s report are to be sent 
to every member of the Associa- 
tion for study and comment. 

The committee was commended 
for the work it had already accom- 
plished and was instructed to con- 
tinue the work. 

Following the discussion concern- 
ing the work of the Standardization 
Committee, resolutions of sympathy 
were adopted expressing 
wishes for the recovery of John H. 
bouquet of 


sincere 


Hussie, also that a 
flowers be sent to the sick room. 

George Harms then reported for 
the Furnace Rating Committee that 
it did not feel it to be the time now 
for any decisive action, waiting for 
the work to be done at the Uni- 
versity of Illinois. 

The Secretary was then instructed 
to write to Professor Willard for 
advice as to rules for furnace rat- 
ing, particularly about the relative 
efficiencies of large and small sizes 
of the same types of furnaces. 

At the “Start-Something-Hour”’ 
President Jaynes asked for ideas on 
taking cold air returns from every 
room, as compared with one or two 
returns, as is now customary. [rec 
Nesbit said that the governing factor 
is the placing of registers so that 
the air is returned from every room. 
J. M. McHenry advocated the get- 
ting away from complicated return 
systems. 

S. S. Hallett, Chief Engineer of 
the School Board of St. Louis, spoke 
on “Heating of City Schools,” stat- 
ing that he strongly favored warm 
air furnaces, because with them ven- 
tilation is so readily procured. Mr. 
Hallett traced the development of 
the present system of ozone purify- 
ing which has reduced the cost of 
fuel and also aided in cutting down 
the outside air supply and recircu- 
lating the inside air, using air wash- 
ers, with the result that a 66 per cent 
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reduction was made in the necessary 
boiler capacity. 

In the discussion which followed, 
the danger of restricting the flow in 
the return ducts because of the 4- 
inch studding was emphasized. 

A spirited discussion followed on 
the necessity and advantages of 
standardization of registers, Mr. 
Harms stating that even a slight re- 
duction in variety would mean a 
saving to his company of several 
thousand dollars every year. 

It was then voted to enlarge the 
present committee on Standardiza- 
tion to nine members, the additions 
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John H. Hussie. 


being as follows: A. P. Lamneck, 
George Harms, J]. Harvey Manny, 
Fred Nesbit, R. D. Wiechert and B. 
A. Quick. 

A meeting of this Committee will 
be held at Hotel Sherman, Chicago, 
on Tuesday, July tenth, to give fur- 
ther consideration to register and 
boot sizes 

It was also voted to extend the 
scope of the Association to take in 
Ohio and Indiana, and W. E. Lam- 
neck Company was admitted to 
membership. 





Valuable Information Contained 
in Meyer Furnace Catalogue. 
Containing as it does the Stand- 
ard Code Regulating the Installa- 
tion of Warm Air Furnaces in Res- 
idences, as well as a great ‘deal of 
information valuable to the furnace 
installer, the Meyer Furnace Com- 
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pany, catalogue No. 19 is particu- 


larly interesting. 

This catalogue also contains a 
complete description with illustra: 
tions of the Weir Furnace. Consid: 
erable space is given to the explana- 
tion of the Weir in connection with 
the Majestic Duplex Register, said 
by the firm to be the ideal one-reg- 
ister style of installation. 

Water heaters are also discussed, 
together with the engineering de- 
partment maintained by the firm, 
and many valuable dimension tables. 

For further information write to 
the Meyer Furnace Company, Pe- 
oria, Illinois. 


Noise Is Not Patriotism 
Says Fire Chief. 

lourth of July this year should 
be a safe and sane and thoroughly 
patriotic observance of Independ- 
ence Day. The old-time riot of 
noise, death, fire and destruction, 
which was supposed to show pa- 
triotism, would be much out of 
place under present conditions. The 
country has had enough of powder- 
burning, bombs, and the maimings 
and burnings which were inevitable 
with the old-time celebration. They 
were discontinued during the war, 
and they should be given up for- 
ever. 

The Sane lourth movement has 
made remarkable progress in the 
past few years, and this year should 
see the end of the old absurdity of 
celebrating the nation’s birthday 
with crackers, with 
their inevitable accompaniment of 
racing ambulances and clanging fire 
engines. The deaths from Fourth 
of July casualties, which were 466 
in 1903, had been reduced by 1922 
to 26, while the injuries, which were 
3,983 in the first year, fell last year 
to 720. Formerly the firemen ex- 
pected to be kept on the jump all 
day on the Fourth, but for several 
years, in Chicago and many other 
cities where have been 
prohibited, the number of alarms 
has actually been below the daily 
average. Make the Fourth of July 
a Festival of Liberty, and not a 
saturnalia of death, noise and de- 
struction. 


pistols and 


fireworks 
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Furnace Manufacturers Recognize the Neces- 
sity of Shouldering Responsibility of Help- 
ing Installer Advertise the Product. 


Name of Product Must Be Kept Constantly Before the Public, as It 
Is Only by Repetition That the Name Becomes a Household Word. 


HERE are few, if any, furnace 

manufacturers today who do 
not realize the necessity of helping 
their furnace distributors. 

They realize that their responsi- 
bility does not cease when the fur- 
nace leaves the factory, but rather 
that the responsibility is just get- 
ting under way at that time. 

The best method found so far for 
accomplishing this purpose is in ad- 
vertising the product and standing 


We have the new Gilt Edge Furnace on display and 
welcome the opportunity to éhow you exactly why 
it ersemraecrnmege aha “sen 


The larger radiator of the 
6eep combustion 16 the ribbed Ee ee 
viding 60% greater prime heating eurtace, 

casing resulting In more free space, — =e a 
improvements contribute to the Nay es 
ciency of the new and better Gilt Edge. Same 


back of the distributor who installs 
the furnace. 

The accompanying illustrations 
of furnace advertisements are excel- 
lent examples of what manufac- 
turers are doing to help their dis- 
tributors move the stock. 

In advertisement No. 1, reprint 
from the Atchison (Kansas) Globe, 
R. J. Schwab & Sons Company, Mil- 
waukee, Wisconsin, is pushing its 
furnaces through the F. C. Witt 


stronger, laste longer. Get the facts shout thie 
furnace and you won't have any other. 


Gilt Edge Service is another reason so 
insist on heating their 





give ea! and 
you glad that you bought your heating plant from us. 
See us Girstl Come in any time, the sooner, the better. 


F. C. Witt Tin Shop 


122 2124 South Fourth St. 


Figure 1. 





Phone 180 


Reproduced from the Atchison, Kansas, Globe, is an excellent 


example of how the R. J. Schwab & Sons Company, Milwaukee, Wisconsin, help 
Study this advertisement carefully. 


their installers to push Giltedge Furnaces. 
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Tin Shop, Atchison, Kansas. 

The illustrations of this advertise. 
ment are excellent. The headline 
cannot fail to attract attention. The 
name plate is one that would embed 
itself upon the memory at a glance. 

Here is an advertisement that wil] 
be read, because it answers the 
questions which present themselves 
to the reader in regular order and 
the reader is informed where this 
furnace can be seen and what its 
salient features are without his hay- 
ing to wade through a large amount 
of meaningless detail. The original 
ad was 8x10™% inches. 

In advertisement No. 2, repro- 
duced from the Milwaukee Journal, 
is found a second example of the 
manufacturer pushing his products 
through the installer, or rather aid- 
ing the installer. 

This advertisement differs from 
the first example in that it empha- 
big features of the 
furnace advertised ; that is, the firm 
has picked out the good points and 
emphasized them rather than wast- 
ing space knocking a competitor and 
distracting attention. 

Some manufacturers are more 
fortunate than others in having a 
continuous record of performance 
extending over a large number of 
years. In this advertisement em- 
phasis is placed upon the fact that 
a good furnace has been made by 
the firm for thirty-five years, add- 
ing to this the service which the 
company stands ready to render. 
The headline could have, perhaps, 
been improved upon so as to have 
made it relate more to the facts 
contained in the body of the ad. 
The nameplate, address and phone 
number are all well placed, so as to 
make their impression on the mind 
of the reader. 


sizes the five, 


Advertisement No. 3 appeared in 
the Philadelphia (Pennsylvania) 
Bulletin. As is seen, it is featur- 
ing Sunbeam Furnaces, which are 
manufactured by the Fox Furnace 
Company, at Elyria, Ohio. This ad 
is used to keep the name of Sun- 
beam constantly before the public. 
This advertisement differs somewhat 
from the foregoing in that it is 
placed by the distributor instead of 




























by the manufacturer. The effect is 
the same, however, as the name of 
the furnace is kept constantly before 
the public. 

It will be noted in this advertise- 
rient that the advertisers refer the 
public to the nearest dealer. The 
ad is bound to be seen and read be- 
cause of the unusual headline em- 
ployed. There is also no doubt left 
in the mind of the reader as to 
where the furnace can be seen in 
operation. The man of the house 
generally buys the furnace, and if 
he can see one in operation before 
placing his order, he is going to be 
doubly impressed. 

These advertisements give a good 
example of how the manufacturer 
is codperating with the distributor 
and installer in keeping the furnace 
before the public. One of the sur- 
est ways of impressing the mind is 
repetition and it is upon this prin- 
ciple that the manufacturers work 
when making up their advertising 
copy, and also their display win- 
dows. 

In such cases as this it is gener- 
ally found necessary to excite invol- 
untary attention; that is, the head- 
line and the illustration must be such 
as to enable the reader to learn the 
story at a glance, because that is 
probably the greatest amount of 
time he will give the ad when look- 
ing over the newspaper. 

The headliners and the illustra- 
tions of the foregoing ads are con- 
structed expressly for the purpose 
of arresting attention and creating 
interest before the reader rushes on 
to the next page. Although the ads 
have taken different means of arriv- 
ing at this result, the same principle 
is found in all of them and they 
are all equally well worked out. 





A Jobber Says: 
“If I Were a Retailer.” 


1. I would try to establish a trade 
on quality goods, learning all about 
them that I could and passing on 
this knowledge to the customers. 

2. I would stick to as few lines 
as possible, and feature those few 
lines strongly. 

3. I would not buy deals or quan- 
tities unless I could see that it was 
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a real advantage or a_ necessity, 
making the turnover as rapid as 
possible. 

4. I would try to have my store 
always looking clean, orderly and 
inviting. 
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5. I would never allow old goods 
to accumulate, but put them to the 
front and move them. 

6. I would encourage cash and 
carry by making customers an in- 
ducement in prices. 





Now Is Tue Time 


nothing that so completes the home as a perfect heat- 


\ TTENTION, you who are building homes, there is 


ing system. The Droegkamp Royal furnace has for 
the past thirty-five years, successfully heated thousands 


of Milwaukee homes. 


Have our heating engineer consult with you. Let us 
show you thé Droegkamp Royal demonstrating model. 
Call-on us—or telephoné and have us call on you at once. 


t 
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\ 
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5 Big Features 





1. Two shaker bars make it 
easy to shake this furnace. } 
and avoid clinker damage +4 
to grate. ‘] 

~2. Extra heavy two-piece fire 
pot prevents breakage and 
avoids expensive replacé- 
ments and repairs. 


3. One-piece.base will last as © 
long as the furnace 


4. Our Patent Hollow Trian- 
gular. Grate ie guaranteed 
to prevent all grate. 
troubles. 


> All cast iron ‘spells the 
success and indicates the 
quality of the. Droegkamp 


‘Roya! furfiace. 











Just drop uS-a card. or. phone us:and 
well be glad to show. you how the 
DROEGKAMP ROYAL will cut your 
coal bills next winter.’ 


John Droegkamp Co. 


1515 Fond du Lac- Ave. 


Telephone Kilbourn 292 


Milwaukee, Wis. 





The Droegkamp Royal has been a good furnace for over 


35 years. 


Our service makes them better. 





a = em oe 


Figure 2. Reproduced from the advertisement of the John Droegkamp 
Company, 1515 Fond du Lac Avenue, Milwaukee, Wisconsin. The ad appeared 


in the Milwaukee Journal. 
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Don’t Confine Mailing List 
to Active Prospects. 

A large manufacturer was quite 
startled by the recent discovery that 
most of his dealers were confusing 
their prospect lists with mailing 
lists. They were circularizing from 
twenty to two hundred people, most 
of whom they were sure of closing 
at an early date. 

These dealers were overlooking 
the fact that the real purpose of a 
mailing list is to dig up prospects 
for the sales force to work on. 
Your mailing list should contain the 
names of every possible customer 
for your goods. Its size may run 
from several hundred to several 
thousand and up, according to the 
size of your trade territory. 

Save Selling Expense. 

Effective letters and 
sent to a list should indicate, by re- 
plies received, which are the “liv- 
est” prospects. Your sales force 
can then concentrate on these while 
others are being warmed up. By 
names into 


circulars 


thus converting “cold” 
interested prospects, much of the 
salesman’s time is saved, resulting 
in more sales and profits, both for 


himself and the firm. 





Most people are “sold” before 
they enter your store. Something 
has already exerted a favorable in- 
fluence on them. That is just what 
your direct mail advertising should 
do. It can bring more people into 
your store. Once in, they’re half 
sold; it’s up to you and your sales- 
people to do the rest. 

Plan for Results! 

A distributor of motor cars got up 
a list of owners of smaller cars in 
his community and circularized them 
with letters and circulars supplied 
by the manufacturer. By combin- 


ing these mailings with personal 
calls and demonstrations, he was 


able to close many sales in a short 
period of time. 

What dealer did 
any hardware man can do with his 
stock of ranges, furnaces, 
electric washers, vacuum cleaners, 
cream separators, implements, etc. 
Direct by mail advertising coupled 
with personal solicitation will get 
the business. The only drawback to 
such a plan is that it takes work, 
Work and Thought. 

No dealer should be at a loss for 
The names 


this accessory 


stoves, 


names to put on his list. 
already on his customer list will 
directories, 


suggest others. Local 








Jersey, Dela 








his nam 


| We Can Make Immediate Delivery 


OF ONE OR ONE THOUSAND 





THEY are LARGER and BETTER and COST YOU LESS 
NG 





OAL 
Frederick Sabin & 


‘HO WARD MILLER, President 


KAI and Known the World Over 


Market 1200 


237-239-241 BREAD ST., PHILA. 


Between 2d and 3¢, 
We are nay oa toe Eastern 


SEND FOR YOR CAPA 


= >? —_ t wih. AY e 
jon at our sho m 
exhibition at your i, dealer. fo Will cond yen 


Equipped with 


Co. , Inc. 
Main 6112 


Race and Vine Streets 
Pennsylvania, New 
and District of Columbia. 
AND PRICE LIST 
antil you have seen a 


We will send you 

















Figure 3. Reproduced from the ad in the Philadelphia, Pennsylvania, Bulle- 
tin, and was used by Frederick Sabin & Company, Incorporated, 237-241 Bread 


Street, Philadelphia, Pennsylvania. 
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club membership lists and your lo- 
cal newspaper are prolific sources of 
names. As you get into the work 
countless other sources will suggest 
themselves. 

A mailing list, to be of true value, 
should be revised at least every six 
removing dead names, 
adding new 


months, 
changing 
names, and switching names from 


addresses, 


your mailing list to your prospect 

list. If this work is not done your 

direct mail matter will be wasted 

and your percentage of reutrns wili 

drop to a discouraging level. 
Classify Your List. 

A haphazard mailing list is of no 
use to any one. To be most effec- 
tive, your list should be carefully 
classified to enable you to appeal to 
each class according to their needs 
and desires. You wouldn't expect 
a family to be interested in a new 
line of washing machines when they 
already have one in their home that 
is giving complete satisfaction. Yet, 
lots of merchants are clogging the 
mails and pestering their customers 
with circulars and literature of arti- 
cles that they are now using. 

very retailer, regardless of the 
should 
operate an up-to-the-minute direct- 


size or variety of his stock, 


by-mail advertising plan. The possi- 
bilities of such advertising are be- 
yond calculation, not only for im- 
but also for building 
up good will, one of the greatest 
assets any firm can have. 


mediate sales, 





Labor Works Less and 
Receives Better Pay. 


The facts are that the production 
in our country from the farmer and 
the industrial institution and all of 
the manufacturing and trade insti- 
tutions is accomplished with less 
physical effort and with better pay 
than ever before in this country or 
in any country in the world. 

It is often stated that the worker 
is overworked, but the truth 1s 
that through improvement of con- 
ditions and the bettering of 
machinery, from the industrial insti- 
tution down and including the farm- 
er himself, the actual physical effort 
has been decreased and production 
has been increased. 
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Menk Submits Answers to Turton’s Questions 
On Pipeless Plan for Two-Story House. 


Also Asks Turton for Sketches of Uanual Buildings 
Where Pipeless Furnaces Are Giving Complete Satisfaction. 


N our issue for March 24, 1923, 

R. W. Menk, heating engineer 
for the Excelsior Steel I*urnace 
Company, submitted a plan for a 
pipeless installation for a two-story 
house at the urgent request of sev- 
eral furnace dealers. 

George W. Turton, Niles, Michi- 
gan, made some comments on this 
installation plan and raised some 
questions regarding the plan. 

In the following letter Mr. Menk 
has submitted explanations to Mr. 
Turton’s questions. 


Mr. Menk’s letter is as follows: 


To AMERICAN ARTISAN: 
I am pleased to note that George 
W. Turton has made some com- 


ments on the installation shown in 


your issue of March 24, which | 
submitted at the urgent request of 
several furnace dealers, and am 
sending you the illustrations re- 
ferred to at that time and the an- 
swers to questions raised by Mr. 
Turton, which I hope will not be 
difficult to interpret. 

Figure 1 illustrates the register 
proposed in the sketch of the house 
appearing on page 15 of your March 
24 issue. 

Figure 2 illustrates one side of 
the same house, the lower grills are 
for the admission of cold or return 
air and upper grills for the discharge 
of warm air. By close attention a 
faint outline of a cone may be seen. 
This cone is to be filled with sand 
or any other noncombustible sub- 
stance. Cones have capacities of 
holding from one to two bushels of 
material (depending upon the size 
of the register). In addition to this 
precaution, it may be further noted 
on Figure 1 that holes are provided 
for ventilation which allow currents 
of room temperature air to pass over 
the insulating material, thereby 
avoiding any possibility of a hazard 
and also affording the tables for 
storage of such articles as the house- 
holder may choose. 


The illustrations are true to life 
and boxes of chocolate candies have 
remained on them for days during 
severe winter weather (such would 
not be the case in our house, how- 
ever, as we like candy too well). 
I am of the impression that the 
above explanation should remove 
any anxiety. 

Next is the heating of the bath- 
room, and if the heating plant is to 
remain a pipeless system and still 






heat said room, some means for al- 
lowing the heated air to enter must 
be provided and I shall refer you to 
Figure 3, which illustrates a grill 
near the ceiling line, same to be in 
proportion to the size of the room 
and the temperature required, which 
in the case of this room would be 
8 by 30 inches. The illustration is 
lacking in one detail ; namely, a pro- 
vision to operate the register with 
cord pulls wherever desired. Of 
course, if desired, a warm air stack 
may be extended to the room, or the 
range boiler may be set therein. 
The next question is that of shut- 
ing off the heated air from the sec- 
ond floor rooms, and in reference 
thereto I will say that conditions 
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Shows an Illustration of the Register Proposed in the Sketch Appear- 


ing on Page 15 of Our March 24 Issue. 


































































Fig. 3. 
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Shows an Illustration of a Grill Near the Ceiling Line, Same to Be in 


Proportion to the Size of the Room and Temperature Desired. 


always alter cases and such is espe- 
cially true when installing pipeless 
furnaces. I can recall two cases 
where shutters were installed to cut 
off the one side of the register and 
many other cases where instead of 
using the registers illustrated in l‘ig- 
ures | and 2, the register shown in 
igure 4 was_used, the outlet being 
of the double wall construction 
which is also true of all the regis- 
ters proper where these come in con- 
tact with wood work. 

Now, in reference to putting one- 
half cork in a bottle or the closing 
of one side of the register, this fea- 
ture was taken into consideration 
when the registers were constructed, 
and they were so arranged as to give 
a free area on either side equal to 
the total warm air area of the warm 
air pipe. Consequently there is no 
possibility of overheating the fur- 
nace or retarding the air in the cas- 
ing to the extent of overheating the 
basement. (Catalogs listing these 
areas may be had if requested.) 

I believe the above answers Mr. 
Turton’s questions in detail, but if 
I am not mistaken some one has 
raised the question about the warm 
air on the second floor side being re- 
tarded by the cold air flowing down 
This feature is also 


the stairway. 


guarded against in this register by 


the warm air being elevated above 
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the cold air strata, which feature 
also results in an increased warm 
air flow or, in other words, a more 
rapid circulation with a minimum of 
resistance to both warm or return 
air. The grills are easily removed 
for cleaning, and as a whole the sug- 
gested system has proved a satisfac. 
tory one. 

As I have been called upon to 
make these explanations, I cannot 
resist a few further statements, in 
order to perhaps avoid leaving the 
readers with some wrong impres- 
sions. : 

First, this particular plan is, of 
course, an ideal one for a pipeless. 
system. Secondly, the building can, 
of course, be heated with a duplex 
floor grating system, and _ several 
ideas can be injected into the plan. 

The grating could be located in 
or near the corner where the reg- 
ister is shown; a grill could be 
placed above it, either in the floor of 
the hall, with another grill into the 
bathroom, or into any one of the 











Fig. 2. Illustrates One Side of the Same House Mentioned in Figure 1.. 
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Fig. 4. Illustrates the Use of a Regis- 
ter Essentially Different from 
Those in Figures 1 and 2. 


bed rooms. A separate grill could 
be placed for each room on the sec- 
ond floor through the ceilings of the 
the first floor rooms, or a grill may 
be placed in the side wall into the 
stairway at or near the ceiling line, 
in order to allow the warm air to 
flow into the second floor, etc.; but 
in my estimation the suggested ped- 
estal register system more nearly 
meets the requirements from the 
standpoint of efficiency, appearance, 
sanitation, safety, utility and cost, 
and that the said arrangement will 
heat said building as uniformly as 
any pipeless system will. 

When it comes to adding all of the 
grills through the walls and ceilings, 
extra warm air runs and often times 
extra cold air returns, which have 
been installed in thousands of cases, 
I often question the practicability of 
such pipeless installations (as they 
are termed). 

I appreciate Mr. Turton’s experi- 
ence with pipeless installations. I 
also recognize his sincerity in bring- 
ing up these questions and will ap- 
preciate his submitting his suggested 
installation method. I should also 
like to see sketches of some of the 
unusual buildings in which the so- 
called pipeless furnaces are said to 
be giving complete satisfaction ; for 
instance, in a ten or twelve room 
house where the temperature is 
claimed to be absolutely uniform. 

Don’t mistake me to infer that a 
uniform temperature cannot he ob- 
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tained, but explanations as to how 
these temperatures are procured will 
be of inestimable value, I am sure, 
and will be welcomed by the read- 
ers of AMERICAN ARTISAN. 
Thanking you for your splendid 
cooperation and wishing you and 
your kind readers the utmost of suc- 
cess in their undertakings, I am, 
Very truly yours, 
R. W. MENK. 





Roy R. Wilson Employs 
Few Words, But Those 
Few Are Well Chosen. 


“Wise People Buy ‘Wise’ 
naces,” says the advertisement of 
Roy R. Wilson appearing in the 
Decatur (Illinois) 
advertisement is typical of the ad 
used to keep the name of the fur- 
nace and the installer constantly be- 
fore the public. 


fur- 


Review. This 


The entire ad can be read at a 
glance and the illustration is so con- 
structed and so correlated to the 
reading matter that, although it 
takes but an instant to read the ad, 
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excellent ad and no 
doubt serves its purpose very well. 


This is an 


When The: Fail to Anna 
Your Letters. 

“I am quite a man to answer ad- 
vertisements,” a visitor to our office 
said one day, “and so in the course 
of time I receive many follow-up 
letters. The average one tells me 
about the article, its price, make-up, 
uses, and so on. As a rule I find 
that I cannot use the article, and so 
I simply throw away the latter. In 
due time I receive first one follow- 
up to the original letter, 
other and another, 


then an- 
until the adver- 
tiser gets tired sending them. All 
this time I simply remain silent and 
these letters, like their predecessor, 
land in the waste basket. Why? 
Because not one of them gives me 
a chance to say whether or not I 
want the article. They simply as- 
sume that I want it, that I can’t do 
without it, and keep pounding along 
at that rate. If such advertisers, 
after their third letter, 
would drop their selling effort and 


sending 








—Sold by— 


Hardware and Furnaces 





Wise People 
“Wise” Furnaces 


ROY R. WILSON 





143 East Main Si. 








Illustration Showing How Roy R. Wilson Tells His Story to the Public in Few 
Words, But He Tells It. 


the entire story is told in these few 
words and illustration. 

The eye of the reader falls upon 
the words: “Wise People.” The 
question arises in his mind, what 
about wise people. He reads fur- 
ther and sees: “Buy ‘Wise’ Fur- 
naces,” sold by Roy R. Wilson. 
Address everything there. The im- 
pression is made and object accom- 
plished in less time than it takes to 
tell about it. 


just ask people to inform them why 
they are not interested, they would 
get many valuable selling pointers. 
It would be a simple matter to en- 
close a stamped post-card or envel- 
ope for reply and it would not only 
uncover weaknesses in the method 
of presentation of the. product, but, 
oddly enough, it has been found 
that similar methods have made 
customers out of many people who 
ordinarily would not buy.” 
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Williams Tells Sheet Metal Men What 
Manufacturers Are Doing to Promote the 
Warm Air Furnace Industry. 


Reviews Research Work Being Carried on at University 
of Illinois, Under Direction of Professor Willard and 
with the Assistance of Professors Kratz and Day. 


HE following very informative 

address was delivered by Allen 
W. Williams, Secretary of the Na- 
tional Warm Air Heating and Ven- 
tilating Association, before the An- 
nual Convention of the National As- 
sociation of Sheet Metal Con- 
tractors: 

Address by Allen W. Williams. 


It appears I am the only speaker 
on your program to whom a definite 
subject has not been assigned, so a 
little something as to what the manu- 
facturers are endeavoring to do for the 
Warm Air Furnace industry and how 
installers can profit from such effort, 
may be of some interest to you. I am 
not here with any idea that I can tell 
you who are already successful in- 
stallers of warm air furnaces, how to 
run your business, or to blame every- 
thing that may be wrong in our in- 
dustry upon installation. 

May I first refer briefly to our Re- 
search Work, which has been carried 
on at the University of Illinois since 
1918, under the very able direction of 
Professor Willard and the fine assist- 
ance of Professor Kratz and Professor 
Day. 

You may still feel that our progress 
towards practical results from this ef- 
fort and expense has been slow, but 
when you consider that it was even 
necessary to design and make many of 
the instruments used and that in the 
Research Work of the Cement Industry, 
it was three years before any report 
at all was made, you must admit it has 
not dragged so much after all. 

You already know that this activity 
was started because little or no un- 
biased and proven data were available, 
either as to the construction or as to 
the installation of warm air furnaces 
and their accessories, nathing upon 
which to base authoritatively, an in- 
stallation code and little along engineer- 
ing lines that might be used as proven 
selling argumetits “with the consumer 
and data were needed to interest rather 
than to furnish data to heating engineers 
and architects and make it possible in 
connection with a standard code for 
them to easily figure furnace installa- 
tions just as the boiler manufacturers 
have made it convenient for them to 
furnish layouts and specifications for 
steam and hot water jobs. 

It is only fair in considering the de- 
velopments of the Research Work to 
do so in an open minded way. In other 
words, dismiss any very natural feeling 
that years of experience and practical 
knowledge as to warm air heating had 
made it impossible to develop anything 
new. As a matter of fact, much of it 
is not new but only offers proof for 
theories. some of you have known and 
followed for years in a practical way. 


This applies equally to manufacturers. 
True, in the main it is a general propo- 
sition, but at that there are many de- 
tails or points that may be used -to ad- 
vantage by the progressive individual 
dealer or manufacturer. 

Fundamentally, the Research Work 
and later the Standard Code, while not 
perfect, has made it easier for the in- 
staller, not only to do better work, but 
to sell better and more profitable jobs. 
We all know that the dealer who has 
the confidence and respect of his com- 
munity possesses a big influence over 
his customers. They believe what he 
tells them until he reaches the point 
of convincing them that it is a _ real 
economy in efficiency, comfort and health 
to purchase a warm air installation at 
an initial cost much above the quotation 
of some fellow “around the corner,” 
who has made mental and perhaps un- 
conscious reservation that he is going 
to get the job on price rather than qual- 
ity. In other words, when it comes to 
touching the buyer’s pocketbook, a cus- 
tomer’s faith wavers, and here it is 
that the direct and indirect results of 
the Research Work may be used in sup- 
port of a dealer’s honest effort to sell a 
real heating plant. 

We all admit that it is true in every- 
thing that the less we pay the less we 
get and this ratio seems to be unusually 
large in warm air furnaces. Your job, 
of course, is to convince the prospective 
customer how true this is, for either 
he don’t believe or won’t admit it if 
he does. 

Making Use of Code in Selling. 

At the April Convention of the Na- 
tional Warm Air Heating and Ventilat- 
ing Association, Mr. Voorhees, who has 
had a large practical experience, said: 
“Let us stop a minute and ask ourselves 
why we want better installations. Isn't 
it because better heating systems now 
bring more business in the future and 
underneath of all of the talk about in- 
stallation, isn’t it a sales problem rather 
than an engineering problem, that we are 
trying to solve? In almost every case 
where I have seen the Code properly 
presented to the individual who is in 
the market for a furnace, it has aroused 
genuine interest and I am _ convinced 
that in may cases it has been one of the 
most important factors in closing the 
deal. I cannot help but feel that if 
this Association and its members indi- 
vidually would emphasize the sales value 
of the Code along with its technical 
work, many more retail dealers would 
soon be using it.” 

It strikes me that what he says is 
right. 

Your own association and the manu- 
facturers are prepared to furnish you 
copies of the Standard Code for the ask- 
ing. Why not secure enough to place 
one in the hands of each prospective 
customer, ask him to read it over quietly 
at home and then talk quality dnd not 
price to him. 
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_A lot of complicated local IRgisla- 
tion is neither necessary or desirable 
but local building codes that will knock 
out cellar air and give the house owner 
right piping and size heater may be ex. 
pected. 

Difference Between Warm Air and 

Hot Air. 


Here’s another item that might be 
used as a sales help. Last fall oyr 
Research Staff and the Advisory Com- 
mittee agreed upon 180 degrees as the 
proper register temperature, which 
would differentiate a warm air job 
from a hot air job. Such a tempera- 
ture is not possible with good results 
in a job from a so-called competitive 
installation. Cannot this designation of 
a proper register temperature be used 
to advantage in supporting your selling 
argument to a doubting customer, rather 
than an off-hand statement that a large 
volume of warm air is much to be pre- 
ferred to a blast of hot air such as 
would be delivered by a cheaper job. 
The psychology of the thing is that un- 
supported statements are apt to miss the 
mark intended. 

Summary of Research Work. 

As you may not have seen a copy of 
this year’s annual report of the Re- 
search Work, let us run over a sum- 
mary of the items dealt with during 
the past year. 

1. Effect of type and size of wall 
stack upon the heating capacity of a 
leader and stack to second floor. 

2. Significance of register tempera- 
tures in the selection of leaders and 
stacks for a warm air furnace. 

3. Effect of height of wall stack upon 
capacity of a leader and stack. 

4. Relative value of a ventilated and 
unventilated air space between the walls 
of double wall stacks. 

5. Effect of insulating the leader pipes 
upon the performance of a warm air 
furnace. 

6. Value of insulating a warm air 
furnace and its effect upon the per- 
formance of the furnace. 

7. Effect of a radiation shield upon 
the performance of a warm air 
furnace. 

8. Comparison of two types of lin- 
ings for a warm air furnace casing. 

9. Effect of width of air space be- 
tween casing and lining upon the per- 
formance of a warm air furnace. 

10. Value of an air space between cas- 
ing and lining of a warm air furnace 
for three casing sizes. 

11. Effect of varying the casing diam- 
eter and free area upon the perform- 
ance of a warm air furnace. 

12. Relative value of three types of 
furnace bonnets. 

13. Comparison of the performance 
of a cast-iron circular radiator furnace 
operating on anthracite and bituminous 
coal. 

14. Efficiency and capacity tests on a 
piped steel with fire brick lined pot 
operating on anthracite coal. 

15. Plans and specifications for a 
house for demonstrations and tests of 
warm air furnaces at Urbana, Illinois. 

You can see that in time our whole in- 
dustry and consumer as well, can and 
will profit from this undertaking, but 
it is the live, progressive manufacturer 
and the live and progressive dealer who 
will do so first. 


Pleasant Show Room Increases Sales. 


May I impose upon your good nature 
at this point and digress long enough 
to remind you that to attract more and 
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rofitable business, it is but “reasonable 
to assume that in these progressive 
times a dealer must have a pleasing show 
room—one that is clean and comfort- 
able. It is a sign of the times that we 
see them frequently now and enough im- 
provement has developed in this direc- 
tion to know that extremely attractive 
displays can be made with even pro- 
saic warm air furnace fittings, registers 
and other accessories combined with the 
expenditure of a few dollars for paint, 
light and comfortable furniture. ‘ 

In the past it has probably been feas- 
ible for a dealer to do good and inferior 
installation, but possibly it will be neces- 
sary before long to choose between a 
policy of selling the competitive jobs 
or high-class installations, and by the 
way, speaking of policy, Mr. Saunders 
Norvill in his paper, entitled—“Hard 
and Soft-Boiled Salesmanship” empha- 
sizes the uecessity for laying down a 
policy and sticking to it in any business. 
He says: 

“It is the railroad track of business. 
When you lay down a railroad track 
you have to know where you are going. 
The next important branch of business 
is the execution of the plans laid down. 
This is the preparation and running of 
the train over the railroad track that has 
been prepared in advance. Now many 
merchants confuse these functions of 
business. They try to run the railroad 
to have a train run over it. In either 
case it is wasted energy 

“It is my own experience in business 
that the success of a business actually 
depends as much upon the carrying out 
of plans as it does on the planning.” 


Let Other Fellow Have Monopoly on 
Cheap Jobs. 

Why not let someone else struggle 
with the cheap jobs, take the grief that 
comes from them and lose the money 
that is lost on them. It seems as if 
it might be quite practical now not to 
consider competition real competition, 
unless it contemplates good work. When- 
ever it can be done it will increase the 
very desirable and valuable asset of good 
will. 

Our Association is also giving the 
matter of a test house, in which the re- 
sults from the laboratory work may 
be checked against everyday conditions 
and it looks as if it might be a reality 
in the near future. It is not a tech- 
nical necessity to prove the results ob- 
tained at the University, but the test 
house will eliminate any argument to 
the effect that all of the work has been 
done in a laboratory and not in a regular 
house. 

The National Warm Air Heating & 
Ventilating Association at its recent con- 
vention also laid a fine foundation for 
more publicity as to warm air heating, 
the same to be promoted by the manu- 
facturers. A resolution was adopted 
providing for an active Publicity Com- 
mittee. This work will be under the di- 
rection of John P. Wagner, who brings 
to it years of experience in publicity, 
as well as being a successful business 
man. 

Have you noticed the very large and 
increasing amount of space in high- 
class publications, in fact in all kinds 
of newspapers and periodicals that is 
being devoted to the various methods of 
heating a home. I mean reading matter 
as well as advertising copy. All of this 
publicity has created a wonderful in- 
terest in the subject, with the result 
that from the smallest home owner to 
the largest, all of them now realize that 
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heating the home is a very serious sub- 
ject, affecting their health and comfort, 
much more so than they had supposed, 
and whether from a selfish standpoint or 
not, the National Association members 
expect to assist dealers in warm air 
furnaces and their accessories to take 
advantages of this opportunity. 


Simplification and Standardization. 


If it has not come to your attention, 
you will also be interested to know that 
at the suggestion of Secretary Hoover 
of the Department of Commerce, the 
National Association at its April con- 
vention decided to seriously consider the 
matter of Standardization or Simplifica- 
tion, with a’ view of more economical 
production and greater convenience and 
saving for all concerned and it was voted 
that President Langenberg should ap- 
point _a committee, who will have the 
matter in charge. 

The first impression is that there is 
not much that can be accomplished as 
to our heaters themselves, but after see- 
ing what has been done under the di- 
rection of the Simplification Division of 
the Department of Commerce with other 
products, that seem to have been already 
as simple as furnaces and their acces- 
sories, there is an evident justification 
in looking into it. 

We know there is a chance to do 
considerable towards the Simplification 
of registers and pipe and fittings and 
perhaps in furnaces themselves. 

I want to congratulate you upon hav- 
ing Dean Anderson as a speaker today 
and I hope he will tell you something 
of the wonderful Research Work that 
is being carried on under his direction 
at Pittsburgh, for much of it is ap- 
plicable and helpful to our method of 
heating. It will be profitable to us 
all 

Just this word in closing—the co- 
operation which you are giving and can 
give is most essential, for without it 
any activities to advance warm air heat- 
ing will be useless. From the manu- 
facturers’ viewpoint prospects for the 
balance of 1923 are good. I wish you 
all prosperity and good luck and thank 
you. 





What National Association 
of Credit Men Thinks 
of Post-dated Checks. 


“Many a time have wholesale and 
jobbing credit managers contended 
that the post-dated check was use- 
ful to them and should not be con- 
demned,” said J. H. Tregoe, Secre- 
tary and Treasurer of the National 
Association of Credit Men. 

“The giving of a  post-dated 
check is a reflection on the financial 
abilities of the debtor. It weakens 
the backbone of the maker. If we 
make a careful tabulation, how 
many merchants within our memory 
will be found to have survived the 
practice of giving post-dated checks ? 
The custom has grown among credit 
managers of accepting settlements 
of this kind, but departing, as it 
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does, from recognized commercial 
standards and the proper use of the 
check, an imprudence has been en- 
couraged that will in most 
lead to fatal results. 

“Moral deterioration 
come all of a sudden. It comes 
gradually. The first imprudence 
leads to others; the first taste of 
stolen fruits lead to other indul- 
gences ; the first curve of the moral 
spine increases its flexibility. When- 
ever a merchant is led or encour- 
aged to do an act contrary to sound 
business practices, it is usually the 
first step toward failure. 

“We class the practice of giving 
post-dated checks as a symptom of 
failure. I say, then, that when the 
merchant is led to give a post-dated 
check, only heroic efforts can save 
him from beginning at once the 
writing of the last chapter of his 
business history.” 


Charles M. Schwab Gives His 
Ten Commandments of Success. 


1. Work hard. Hard work is the 
best investment a man can make. 
Knowledge en- 


cases 


does not 





2. Study hard. 


ables a man to work more _intelli- 
gently and effectively. 
3. Have initiative. Ruts often 


deepen into graves. 

4. Love your work. 
will find pleasure in mastering it. 
Slipshod methods 


Then you 


5.. Be exact. 
bring only slipshod results. 

6. Have the spirit of conquest, 
Thus you can successfully battle 
and overcome difficulties. 

7. Cultivate personality. Person- 
ality is to a man what perfume is 
to a flower. 

8. Help and share with others. 
The real test of business greatness 
lies in giving opportunity to others. 

9. Be democratic. Unless you 
feel right towards your fellow-men 
you can never be a successful leader 
of men. 

10. In all things do your best. 
The man who has done his best has 
done everything. The man who has 
done less than his best has done 
nothing. 





When you have a good advertise- 
ment, send it to us. 
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- METAL tomb work, as in fig- 
ure 25, a great many odd-shaped 
designs can be created and used in 
one place or another. Our design 
in this case is flexible and can be 
used for many different occasions 


and purposes to equal effect. Ob- 
serve that the top rests on a cove 
and which has a square miter. 
The roof has a step placed in it 
and on each side a scalene, conical 
flexible metal ornament is placed 
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Working Drawing Shows Plan of Flexible Metal Ornament Used in Tomb 
Work. 








Pattern Shows Flexible Design of Metal Ornament 
Used in Tomb Work and for Many Different Occasions, 


- Various Odd Shaped Designs Can Be Created 
from the Working Drawing and Used Effectively. 


Written Especially for AMeRIcAN ARTISAN AND HARDWARE ReEcorpD by O. W. Kothe, Principal, St. Louis 
Technical Institute, St. Louis, Missouri. 


for ornamental effects. 

In laying out the pattern for the 
cove and the roof, pick the girth 
from the elevation as X-c-d-e-f, etc., 
and set them off on the center line 
above the elevation. Through each 


_ of these points draw stretchout lines 


and then from each point in the 
elevation erect lines to cross those 
in stretchout of similar number. 
This enables tracing the miter cuts 
for pattern as shown. 

In setting out the pattern for the 
ornament we treat it similar to a 
cone or any taper placed off center 
with X as the apex and 2’-4’ as the 
base. Looking at this from an end 
view we work from the center line 
X’-Y and divide the semi-circle in 
equal parts, so by using X as center 
we describe the points 1-2-3 to the 
center line and from here we carry 
them to line 1’-4’ in points shown. 
Then by drawing these lines to X 
we have the true lengths for devel- 
oping the patterns. 

To set out the pattern set dividers 
to X as center, and using each point 
as 1’-2’-3’-4’ as radius, strike arcs 
indefinitely. Pick one of the spaces 
as 1-2 with dividers from end view, 
and starting any place as 1” on arc 
1’ in pattern, walk from one arc to 
the other, thereby establishing points 
2”-3”-4”, etc. This enables tracing 
the curved line as shown. [rom 
these points we draw lines to the 
apex X and then where the vertical 
a-b of elevation cress the first two 
true lengths, we sweep these lines 
into patterns as a’-b’. This enables 
drawing lines through all points and 
gives the pattern for ornament. 


, 





The employe who refuses or neg- 
lects to try to improve himself, or 
to make himself worth more money 
to his boss, is on his way toward the 
discard. 
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Nineteenth Annual Convention of National Sheet Metal 
Contractors’ Association Proves Great Success at St. Louis. 


Members See Progress in All Branches of Industry Brought About. 


by Harmonious Cooperation within Various Organizations. 


ROM the point of view of prog- 

ress, the Nineteenth Annual 
Convention of the National Associ- 
ation of Sheet Metal Contractors of 
the United States, held in the Hotel 
Statler, St. Louis, Missouri, June 
26, 27, 28 and 29, will go down in 
the annals of the Association as one 
of the best meetings ever held. 


Members came from thirty states 
and some from Canada. In every 
breast there throbbed the spirit of 
sincerity actuated by an intense de- 
sire to contribute what each had and 
to carry home what his fellowman 
had to offer. 

There was a spirit of cptimism 
and cooperation evident which is 
bound to bring about great strides 
in this industry, which for so long 
has been laboring under serious 
handicaps. 

The sheet metal contractor has 
during all this period of apparent 
retrogression maintained himself as 
an artisan and business man of high 
principles, and with the activities 
which are now provided for, this in- 
dustry is certain of great progress 
during the coming years. 


As the last strain of “America” 
died away in the assembly hall of 
the Hotel Statler, Tuesday morning, 
June 26, the invocation was read by 
Paul FI. Brandstedt, Washington, 


a 


The address of welcome was to 
have been read by Mayor Henry W. 
Kiel, but due to illness, Mayor Kiel 
was unable to be present and Wil- 
liam T. Findly officiated. 
sponse to the address of welcome 
was made by President John A. 
Pierpont. 


The re- 


The Convention Committee then 
made its report, and the following 
committees were appointed: Cre- 
dentials, Auditing, Resolutions, Me- 
moriam. 





The Trustees’ report followed the 
appointment of committees, then 
came President Pierpoint’s address. 


Annual Report of President J. A. 


Pierpoint. 


Having joined the National Associa- 
tion about nineteen years ago, at the first 
call for help and assistance to better the 
conditions of the trade, and having been 
promoted from time to time until I have 
reached the honored position of Presi- 
dent, I have had ample time to observe 
and to note the gradual advance and up- 
lift of the sheet metal trade from the 
chaotic condition of former days to the 
advanced position of first rank in the 
building trade associations of today 
This wonderful achievement of trade 
conditions indicates the wisdom of its 
conception, and while this growth has 
been slow, it has, at the same time, been 
steady and sure. 


And as I have been gradually raised 
from the rank and file of your member- 
ship to this honored position, I am proud 
to say that the past year has been one of 
the most pleasant in my life, and I have 





J. A. Pierpoint, 
Re-elected President. 


tried to fulfill my obligations as Presi- 
dent with the best effort and consider- 
ation in my power. I desire to say, how- 
ever, that the larger part of the work has 
devolved upon your National Secretary, 
who is better qualified to handle a large 
— of the work than the average mem- 
er, 


For a while after our last annual con- 
vention there was the usual lull in Asso- 
ciation work, which later seemed to show 
signs of greater interest and _possibili- 
ties for increase in membership and 
Association work. This has at no time 
been by leaps and bounds, but rather 
steady and sure, and I am proud to say 





that we have made a gain this year of 
five State Associations and fourteen Lo- 
cal Associations, with every prospect of 
Kentucky joining in the near future. 
The present gain in membership, which 
is over the four hundred mark, and a net 
increase in our assets of over two thou- 
sand dollars, making a total in assets of 
over thirteen thousand dollars, is grati- 
fying indeed. 

I attended the convention of the Mary- 
land State Association at Cumberland, 
Maryland, last February, and found the 
personal element of this Association 
welded into one large family, with every 
indication pointing to a bright future for 
the state of Maryland. I also had the 
pleasure of attending the Georgia State 
Convention at Macon, June 12 and 13 
last, and was much pleased to find that 
while this Association was organized 
only last February, it has made wonder- 
ful progress, through the endeavors of 
its various officers. Their membership 
has reached forty, three joining during 
the convention. Every member is en- 
thused with the Association work and 
building better and higher ideals for As- 
sociation work. 

Warm Air Heating. 

There has been a noticeable increase 
in the demand for installation of warm 
air heating furnaces this past year. This 
is due, in a large measure, to the better 
grade of advertisements by both manu- 
facturers and dealers, who have shown 
a desire for better and saner methods of 
installation. Credit should also be given 
for this increased demand to Prof. A. C. 
Willard, of the University of Illinois, 
for the valuable assistance rendered 
through his work carried on at the in- 
stigation of the National Warm Air 
Heating and Ventilating Association. 

Furnace Code. 

The Furnace Code Committee, through 
its untiring efforts, was successful in 
getting the endorsement of the Heating 
and Ventilating Engineers, thereby com- 
pleting the sanction of approval for all 
interested in the warm air heating trade. 
This is an important factor for the 
trade, and no State or Local Association 
should be satisfied until this code is made 
a part of its Building Regulations. 

Tin Roofing. 

The past year has shown wonderful 
improvements in, and a greater demand 
for, good tin roofing, and indications 
point to a much greater demand for some 
time to come. 

Advertising. 

There are more kinds of advertising 
methods today than automobiles, and 
the firms which are forging ahead are 
those which have learned by experience 
that advertising is most vital to their 
success. Collective advertising by asso- 
ciations has proved beyond a doubt the 
wisdom of its utility, and one can only 
expect to get out of advertising what one 
puts in. It is a silent partner working 
while one sleeps, and any successful 
business man will unhesitatingly declare 
that it is the biggest sign to be found in 
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the whole industrial sky. Every sensible 
man should recognize the value of con- 
structive advertising. Statistics have 
shown that most goods can be sold more 
cheaply and effectively through adver- 
tising than in any other form, and when 
properly used, it is considerably cheaper 
than selling through salesmen and clerks. 
Future Business Outlook. 

Some of the large cities are affected 
by recession of operations due to in- 
creases. Sharp increases in building 
costs, both in material and labor, are 
producing a revolt on the part of the 
constructing public in the larger cities. 
Indications are, that while there is at 
present a perceptible slack of building 
industries, it means only a cleaning up 
of old orders; what has taken place is 
only a change of attitude on the part of 
the public, and merely shows that build- 
ing needs, when not too pressing, are 
being postponed. The demand for small 
buildings, however, offsets the possibili- 
ties of any slump that might be felt by 
the closing down of large building inter- 
ests, and we have every reason to believe 
that the next year will be a prosperous 
one. 

Elevation of the Trade. 


One can not help but note from year to 
year the wonderful improvements that 
have taken place in the Master Sheet 
Metal Contractors; we now find few 
who were educated in the old school of 
head-hunting methods and who spent 
most of their time in scheming to steal 
the trade secrets of their competitors. 
The present day Sheet Metal Contractors 
are more self-respecting and prefer to 
attend the Association meetings and plan 
with their competitors for methods that 
will cut cost, save waste, and to seek out 
new fields for business. This uplift has 
resulted from codperation, square deal- 
ing, and the practice_of a code of ethics 
on the part of the Sheet Metal Con- 
tractors, and with a desire to elevate the 
business from a trade to a_ profession. 
This proves that we learn by experience, 
but that we get a great deal of help and 
experience from the suggestions and ex- 
periences of others. Building organiza- 
tions is like building houses; the more 
skilled help one has, the quicker the work 
is done, and it is through the mutual 
encouragement and developing the ethi- 
cal standards of business that somehow 
business men are being uplifted. 

In conclusion, I desire to thank the 
officers, trustees, chairmen of commit- 
tees, and members in general, for their 
valuable assistance given at all times, 
and to assure you that the work of filling 
the office of President has indeed been 
made easy and pleasant at all times by 
everyone’s willingness to aid in the ad- 
vancement of the principles as laid down 
by this Association. I desire also to 
thank the traveling salesmen for the aid 
given the different local associations, in 
the good work rendered by them in ad- 
vancing the interests of both the Local 
and National Associations. 


Secretary Edwin L. Seabrook 
made an extensive and comprehen- 
sive report. 


Report of Secretary Edwin L. Sea- 
brook. 
This has been one of the best years 


from practically every standpoint the 
Association has had. It is exceeded only 


by one year, i. e., year before last, when 
the increase in membership was greater. 

Our membership is greater than at any 
other 


period of our history, having 











increase for the 
We have a commendable increase 


shown a_ substantial 
year. 
in the financial resources. There are 
more organized state associations, more 
locals, more active workers, and there is 
more team work than ever before. As 
the organized units increase there are 
more state conventions, district confer- 
ences and local visitations. All of these 
can have but one result—a bigger, better 
and more active membership. In point 
of numbers I believe our Association 
ranks second of the National Associa- 
tions whose members are directly en- 
gaged in building construction. 


Five State Associations Formed. 

During the year five state associations 
have been organized. These are: Flor- 
ida, Georgia, Tennessee, Nebraska and 
Minnesota. From all indications the in- 
dustry in Kentucky is prepared to organ- 
ize a state association just as soon as a 
convention can be called for that pur- 
pose. It is the intention of National 
headquarters to issue such a call in the 





Frank B. Higgins, 
Retiring First Vice-President. 


near future. The work of organizing 
these state associations was done from 
National headquarters. I attended the 
organizing conventions in Florida, Geor- 
gia and Tennessee. Those of Nebraska 
and Minnesota were attended by John H. 
Hussie, one of the National officers. 

The response in the south to ouy over- 
tures for organization has been:in the 
last two years surprisingly gratifying. 
In Georgia and Florida, where our mem- 
bership was negligible, there has devei- 
oped in the past few months two live 
state associations. In proportion to the 
membership available, these two state 
associations have made a better showing 
than any other, and of the two, Georgia 


leads in the percentage of gain. The 
new state associations, although organ- 


ized but a few months, with the excep- 
tion of Tennessee, held state conven- 
tions after the organization meetings. 


Fifteen Local Associations Formed. 

There have been organized during the 
vear fifteen local associations. Some of 
these are in old state associations ; others 
were formed as a result of and within 
the new state associations. These new 
locals are: Allentown, Pennsylvania ; 
Asbury Park, New Jersey; Atlanta, 
Georgia; Bethlehem, Pennsylvania ; 
Charlotte, North Carolina; Danville, 
Illinois; Decatur, lllinois; Gastonia, 
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North Carolina; Jacksonville, Florida: 
Louisville, Kentucky; Macon, Georgia: 
Nashville, Tennessee; Passaic, New Jer. 
sey ; Pottsville, Pennsylvania; Waukesha 
Wisconsin. 4 

The largest of these is Louisville, with 
a membership of fifty-eight. The locals 
-at Decatur and Danville, Illinois, are due 
largely to the efforts of State President 
A. J. Hermsdorfer and State Secretary 
S. C. Gross. Waukesha, Wisconsin, was 
organized by the state officers. The 
locals in North Carolina are also largely 
due to the efforts of State Secretary 
George I. Ray. 

At the convention of the North Caro- 
lina State Association, last February, 
the states of South Carolina and Vir. 
ginia were added, and the name changed 
to Carolinas-Virginia. These three 
states are united under one organization, 
and since this action was taken there 
has been a steady increase in member- 
ship. Minnesota was organized last 
April, has held two meetings, rather in 
the nature of conferences, and is mak- 
ing splendid progress with its member- 
ship. 

Membership Increase. 

From May 1 of last year to June 1 
of this year, 431 new names were placed 
on the membership roll. This increase 
is as follows: 


Re nga eee ee 172 
Individual, state ........... 40 
New locals in old states..... 45 
New organizations ......... 174 
The new crganization work makes 


even a better showing than the above, 
as new members have been reported since 
June 1, but are not included in this 
report. 

This is a fine membership increase, but 
alongside of it there is one source of 
weakness. From this increase there 
must be deducted more than 200, for 
deaths, resignations, retirements from 
business and “dropped for non-payment 
of dues”. The total of the first three 
causes is small—not more than 20 per 
cent. More than 80 per cent of mem- 
bership losses is from one single cause, 
“dropped for non-payment of dues.” 
Every other organization, like ours, has 
this same difficulty with which to con- 
tend. ‘Why a business man will join an 
association, remain for a year or two and 
then permit himself to be suspended for 
non-payment of dues, or how to pre- 
vent the latter, has not been satisfac- 
torily solved. It can be lessened by 
eternal vigilance and keeping everlast- 
ingly after them in collecting dues on 
the part of the local and state associa- 
tions. Our net gain in membership is, 
therefore, a little less than 231. 


Salesmen’s Auxiliary. 

In connection with our membership 
organization work the salesmen are de- 
serving of mention. In some cases these 
have been the chief factor in organizing 
new locals. The state associations of 
Georgia and Florida are due in a large 
degree to one salesman from Philadel- 
phia covering these two states. For two 
years he talked association to each of his 
customers, interested them, urged their 
attendance at the organization conven- 
tion and was present at each of these. 
The salesmen covering the Carolinas- 
Virginia territory are responsible in no 
small degree for the steady membership 
coming in from that association. 

Three or four salesmen of the Penn- 
sylvania Auxiliary are almost entirely 
responsible for the new locals organized 
in Allentown, Bethlehem and Pottsville. 
A salesman covering New Jersey has in- 
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SUCCESS HEATER 


What Is Therein Success Heaters for Dealers? 


GS UCCESS HEATERS have made good 
“ with the dealer because they pos- 
sess qualities which enable the dealer 
to sell the durability, economy and 
dependability of SUCCESS HEATERS 
quickly and permanently to the 


customer, and, most important of all, 
through every such sale, adds the 
permanent friendship and good will of 
the customer. 


It is a worthy product of your careful 
consideration. 


Write for information 


SUCCESS HEATER & MANUFACTURING CO. 


DES MOINES - - U. S. A. 


a a 





Here are 
the Vital 


spots of a 
Build 
uilding 

The old saying that “A 
chain is as strong as its 
weakest link” was never 
more true than when applied 
to the roof of a building, for, 
no matter what grade of 
slate, tile or other roofing 
material, the roof as a whole 
will only remain weather- 
tight so long as its valleys, 
gutters and flashings are 
weather-tight. 

A slate, tile or like character of 
roof is a very expensive type of 
roof to repair, since it laps over 
the sheet metal (used for valleys, 
cutters, flashings, etc.) and it is 
necessary to tear up and then re- 
lay all the slate, tile or other 
material, covering the inferior 
sheet metal that has to be re- 
placed. 

This kind of expensive repair 
work is entirely unnecessary, for 


valleys, gutters, flashings, decks, dormer tops and 
all the other vital spots in a roof, will outlast the 
roof itself if you use TARGET-AND-ARROW 
ROOFING TIN for these important places. 


Can be painted any color 


Target-and-Arrow can be painted any desired 








“VALLEYS”- Occur in the angle where two roof 
<a come together. These must be lined 
with sheet metal made in the form of Vshaped 
troughs, over the edges of which the roofing 
material is lapped. Valley lining must withstand 
he wear of gritty water and sliding snow and ice. 











4 “CRICKETS”—Sometimes called 








“Saddles” A small A shaped 
sheet metal roof built back 
of a chimney or other 
vertical surface with edges 








extending - under — es 
roofing and up aqains . Saal pens 
we vertical surface > Sse Kees 
where iT is usua ‘— Li 
“counter flashed . €. Sas 

‘. ‘ ae 








“FLASHINGS™= 
All door and 
window heads 
etc. and under 
window sills, 
should be 
“flashed” with 
igh grade 
sheet metal 
unless they are 
built in a brick 


or stone wall. 


‘we vee 





























“RAIN CONDUCTORS” (“Down Spouts’) f° ; 
(“Leaders”)— They carry the water Pb} 
from the gutters to the ground or 
sewers and must be particularly s 

and yet flexible to withstand the 


expansion of freezing water inside. 











color, favorites being shades of soft, warm green, 


or a russet brown, although verde green and shades 
of cool gray are very satisfactory—it all depends 


on the surroundings. 


Where Target-and-Arrow is used for valleys, 
flashings, gutters, and roof decks, and not for the 
main roof itself, it should be painted as nearly as 
possible to match the color of the main roof. 


Target-and-Arrow Roofing Tin is supplied in Rolls 10’, 


14’, 20” and 28”, for Gutters and Valleys, also for Flashings, 
usually in sizes 4” x 9”, 5” x 7” and 7” x 10”, also in “boxes” 


14” x 20” and 20” x 28”. 

















“GUTTERS 
are all for 


he roof 


round or s@As g 


t 

dust, dirt, 
is. imperati 
that will 
remain 4 


TARGET 
Look for this Irade ™* Wa 


ROOFIN] 


(Prior to 1905, called 
is the best ann 
ing material 
these imporhi 


N. & G. TAYLOR COM 


Headquarters for 


mad 

03 
rair 
stic 


unt 


ly 


r’ 


00 











surf 


y watertight joint 13, secured 


slates or shingles and bent up at rig 
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“pLASHINGS” - Wherever a roof surface meets a vertical 


ace, such as a wall, chimney, side of a dormer window etc, 
é he use of flashing strips, 
ade of shee metal and laid over or, between i 
m 7 : e rig angles agains bs 
other vertical surface. The bent up ¢dge 15 covere = 

yall or e side of the wall, or by “counter flashing? : = 
collect in 
., itis important to use a tough and = 
geting material for flashing purposes. 








“CORNICES-AND:-COPINGS”- of 
wood, stone or other materials 
‘we are mane in, soctinne with 
@ lappin exposed joints in their upper 
Pe 3 a sel These cae Ge 
= protected by a covering of 
high grade sheet so 

ex —. up under stucco 
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2 angle formed 
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made in a variety of shapes, but they 

ose-the carrying ¥' water from 
rain conductors and thence to the 
As gutters receive all the water, snow, 
sticks, etc., falling on the roof, it 

ey be made of sheet meta 

unusually rough usage, and still 
ly water - tig +. 
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ark on every Sheet 


TIN 


r’s “Old Style’’) 
most last- 


use on 
t places 


Y, PHILADELPHIA, PA. 


oofing Tin since 1810 

















THE BEST 
SOLUTION 


HE best solu- 

I tion of your 
roofing problem is 
to use Target-and-Ar 
row roofing tin for your 
entire roof covering, 
for then your valleys, 
gutters and flashings 
will be locked and 
soldered to the roof it 
self, forming a continu- 
ous water-tight, wind- 
tight and fire - proof 
sheath (note illustra- 
tion to the right) made 
of a material that has 
stood the test of time. 
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Ee You can 2 


do things 

with Kwik-Lok Pipe 
that you can’t do with other 
makes— not fancy tricks or 
puzzles but stacks that fit 
properly and stay put as 
solid as the foundation of the 
house. 


You can get Kwik-Lok in 


any practical shape. 


You can use Kwik-Lok Pipe as a 
selling argument for “Better Warm 
Air Heating’’—you can use it as an 
example of true economy, real test- 
able durability and without any coax- 
ing whatever it will give you profitable 
profits and save time and labor. 


Have us send you some free sample 
sections—write today. 
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duced several firms to join the state 
association and in two places to consider 
forming local associations. The Illinois 
State Secretary writes that salesmen were 
of assistance to him in organizing the 
two locals in that state. Wherever the 
salesmen have contributed to member- 
ship increase we wish to extend them due 
credit and appreciation for their efforts. 
One member has been enrolled from a 
foreign country. This is the first for- 
eign member and deserves special men- 
tion. He is J. Gibson, Cork, Ireland. 


Finances. 

The finances of the Association are in 
splendid shape. The attached financial 
statement gives in detail the receipts and 
expenditures and a comparison with the 
previous year. 

The total assets of the Association are 
$13,403.29, a gain for the year of $2,- 
913.61. These consist of cash, advertis- 
ing accounts, investments, accrued  in- 
terest on same, supplies on hand, and 
office equipment. No unpaid per capita 
tax is included in the above, nor any 
value placed on the journal, which is the 
property of the Association. 

Office equipment amounting to $431.50 
was purchased during the year. This 
consisted of a multigraph, which has ma- 
terially added to the efficiency of the 
oflice equipment. 

During the year the $800 invested in 
war savings stamps matured and was 
reinvested in United States Treasury 
certificates, the amount being $1,020. 
One thousand dollars was invested in a 
New York Central Railroad equipment 
5 per cent note. 


New Membership Certificates. 

A single membership certificate form 
for all classes of membership has been 
adopted this year in the place of the 
various forms used heretofore for the 
different classes of membership. The 
display of an artistic membership cer- 
tificate in the office of the member is an 
evidence of his progressiveness as a busi- 
ness man and must give him a standing 
with his customers, most of whom, un- 
doubtedly, belong to their respective trade 
associations. 

District Conferences. 

There have been a number of district 
conferences and locals visiting one an- 
other during the year. These have been 
productive of good and ought to be con- 
tinued and increased. There can hardly 
be too many local or district gatherings 
for the discussion of business policies. 


Publicity. 

One business feature has been kept be- 
fore the membership with all the urgency 
possible, that of advertising the merits 
of sheet metal. This has been done with 
articles on advertising suggestions, urg- 
ing locals to adopt the collective adver- 
tising plan, which some have done. 
Nearly every state convention has given 
the subject a prominent place on the pro- 
gram, and it is to be noted that this con- 
vention has done likewise. 

It is gratifying to note that the Sheet 
Metal branch of the National Hardware 
Association, at its May meeting in Cleve- 
land, took action looking to a national 
advertising campaign for sheet metal. 
The sheet metal industry cannot afford 
to remain passive when every other line 
is using every public means to secure 
business. 


General Condition. 


It will be evident from the foregoing 
that the general condition of our Asso- 
ciation is excellent. With few excep- 


tions, our membership in local and state 
associations is .making good progress. 
Results, sometimes, however, must be 
measured by difficultics with which the 
members must contend. This is the case 
with one faithful, loyal local—Chicago. 
The members of this local have for 
more than a year put up a valiant fight 
for a principle. The number was larger 
some months ago than now, but that 
little faithful band is holding on and 
fighting on for what it believes is right. 
Perhaps their fellow-members in other 
cities cannot render them material aid, 
but they can at least show them moral 
support and let it be known that they 
are with them in the fight for a great 
principle. 

I wish to express my appreciation and 
thanks to our National President, the 
National officers, state and local secre- 
taries and all members who have served 
with me, and for the help and codperation 
they have given in assisting to make our 
Association bigger and better. 

We are standing today in the projected 
light of another year’s experience. The 





E. L. Seabrook, 
Re-elected Secretary. 


membership, individually and collectively, 
are stronger or weaker, wiser or more 
foolish, better or worse, by reason of 
their achievements or failures than when 
we last met. If we are stronger, wiser 
and better, as we should be, we will be 
more sympathetic and helpful in our 
attitude toward the weaker, and we will 
move upon the tasks of tomorrow with 
an enlarged vision and faith, a renewed 
and increased courage, and with an ap- 
preciated estimate of eternal values. 
Treasurer Julius Gerock, |r., was 
next on the program with his report, 
which indicated the Association to 
be in a healthy financial condition. 
The decorations on the speakers’ 
platform were striking and original. 
They included floor lamps, statues 


and various ornaments fashioned 
out of sheet metal. 
were furnished by Gerock Brothers 
of St. Louis. Memoriam statue, 


which is a life-sized figure of an 


The decorations 


American doughboy, in full “‘fight- 
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ing togs,” attracted particular atten- 
tion. 

Reports of the various state asso- 
ciations were heard in the afternoon 
of the first day. 

The entertainment 
the evening of the first day’s ses- 
a ‘Potpatchers’ 


program for 
sion consisted of 
Night,” which provided ample en- 
tertainment. 

In the morning of the first day 
the ladies assembled for the open 
session of the National Association. 
In the afternoon the ladies were en- 
tertained at the Missouri Theatre. 

Wednesday, June 27. 

The Wednesday morning session 
was opened by the reading of the 
report of the Labor Committee, of 
which W. F. 
chairman. 

The report was read by Secre- 


Angermyer is the 


tary Edwin L. Seabrook. 
Report of Committee on Labor. 


In presenting its report on labor, your 
committee feels that our membership will 
be better served if it gives a few basic 
fundamental facts rather than to enter 
into a detailed recital and discussion of 
local wage rates and conditions. These 
are but a reflection locally of the great 
underlying movements socially in the 
field of labor throughout the country. 
and we may well add, the whole world. 

A word, however, regarding local con- 
ditions is timely. There has been but 
little change in these from a year ago. 
Any change in wage rates has been up- 
ward, rather than otherwise, and most 
locals show a slight or moderate in- 
crease for the current year. The big 
demand for building construction has 
stimulated this increase, rather than de- 
mands on the part of labor backed by 
strikes or threats of trouble. 

There are abundant indications that 
both employer and employe are making 
an earnest effort to settle their differ- 
ences at the conference table, rather than 
by the ordinary weapons of industrial 
conflict. The year in the sheet metal 
industry has been remarkably free from 
strikes and kindred labor trouble. 

The courts, both state and national, are 
gradually clarifying the status organized 
labor bodies and their activities must 
hold ‘to the general public. It is not 
necessary to mention that of the organ- 
ized employer is through statute law 
enacted by legislation. As a rule, legisla- 
tures have left labor regulations se- 
verely alone. Thus has been thrown, upon. 
the courts the responsibility and inter- 
preting and applying both the common, 
and whatever there is of the statute law. 
The general trend of all court decisions 
on the activities of organized labor is to 
hold the labor organization, its officers 
and members, responsible for its acts. 


Minimum Wage Law. 


One important decision was rendered 
by the United States Supreme Court dur- 
ing the year, that of the minimum wage 
for the District of Columbia. This law, 
enacted by congress for the District of 
Columbia, was declared unconstitutional 
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because it took away the right of indi- 
vidual contract between employer and 
employe. The right of individual con- 
tract is guaranteed to every citizen by the 
Constitution, and this decision confirms 
this right. The. decision of the Supreme 
Court of the United States declaring un- 
constitutional that portion of the Kansas 
law establishing the industrial court to 
regulate wages is in line with the deci- 
sion of the minimum wage. 

The investigation of the Lockwood 
Committee in New York city last year 
disclosed the startling conditions of labor 
union abuses, domination and restriction 
of output in the building trades. Some 
contractors and sub-contractors are not 
less guilty than the labor leaders. A 
recital of these abuses is too long for a 
report of this nature. Those interested 
can write the League for Industrial 
Rights, 42 Broadway, New York, New 
York, for details. 

Gompers Protests Against Extension 
of Power of Courts. 

One incident of this investigation is 
worthy of a place in this report. Samuel 
Gompers, president of the American Fed- 
eration of Labor, was on the witness 
stand for two days. One abuse after an- 
other practiced by the building trades 
unions was freely admitted by Mr. 
Gompers and the absence of any remedy. 
He protested vigorously against the ex- 
tension of the power of the courts, leg- 
islative action, or any outside agency to 
suppress them. The correction of these 
evils should be left to the unions that 
are practicing them. This is something 
like telling bank looters that they ought 
not to do it—they must reform them- 
selves, but withholding the power to pre- 
vent them or accept the consequences. 

An important decision affecting a 
branch of the sheet metal trade has been 
reafhirmed by the National Board of 
Jurisdictional Awards, that of metal 
trim, doors, etc. This question which 
has several times been decided in favor 
of the sheet metal trade, was given a 
rehearing, at the request of the carpen- 
ters several months ago. 

Our Association was represented by 
Harry C. Knisely and George Thes- 
macher. The Board reaffirmed its former 
awards of this class of work to the sheet 
metal trade. 

Effect of Enticing Workers from 
Competitors by Higher Wages. 
When the temptation comes, as it does 
in times of shortage of mechanics, to 
offer higher wages merely to entice these 
from other employers, the views on this 
subject expressed by Henry Ford are 
worth a careful study. They are: “Pay- 
ing sky rocket prices does not add one 
single pound of steel, lumber or any 
other goods to the world’s supply. It 
only increases the risk that a manufac- 
turer will accumulate more inventory 
than he needs. Paying higher wages 
temporarily than a plant can pay per- 
manently does not increase production, 
nor does it do anybody much good. It 
often results in decreased production, 
and is harmful to the men. We pay 
wages which we think we can hold to 
through good times and bad: we desire 
a steady wage for the men. We are not 
trying to do two years’ business in one, 
because we do not relish the idea of see- 
ing the killing of the old goose that laid 
the golden eggs in the lap of the Ameri- 

can Republic.” 

At the present time there is a job wait- 
ing for every mechanic in this country 
who wants to work. One ounce of gold 


pays wages for twenty hours’ work in 
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the United States, fifty hours’ work in 
Great Britain, ninety hours’ work in 
Japan, one hundred hours’ work in 
France, and two hundred hours’ work 
in Germany. These conditions cannot 
be maintained by the operation of or- 
ganized force, nor by mere legislative 
enactment. Only by maintaining a high 
record of output per man can such 
wages be supported, and only by the 
obedience of all to the fundamental laws 
of life, can business be kept good and 
the country prosperous. 

Responsibility Rests Upon Employer 

Collectively and Individually. 

If the present conditions of prosperity 
are to be maintained and _ production 
likewise, or increased, a_ responsibility 
rests upon the employer individually and 
collectively. He cannot remain passive 
in the face of propaganda about business 
circulated by the radicals. This must 
be met with facts about business affairs 
and its conduct. 

















Joseph C. Gardner, 
Fourth Vice-President. 


Labor unions are less aggressive in 
forcing agreements upon the employer 
than two or three years ago; but there 
is plenty of evidence that when the time 
is ripe attempts will be made to force 
agreements upon the employer in which 
he had little~or nothing to say in their 
compilation. 

Your committee therefore offers the 
following suggestions, given in a former 
report, in making agreements—in this 
respect several well-defined principles 
ought to be recognized and insisted upon: 

First—No sympathetic strikes; 

Second—No restriction of production; 

Third—The elimination of anything 
that causes friction or trouble, and can 
in no way regulate wages or influence 
production ; 

Fourth—That a sympathetic strike 
would immediately abrogate the agree- 
ment ; 

Fifth—Increased number of appren- 
tices, these under control of employers; 

Sixth—Local trade autonomy ; 

Seventh—No boycotting of materials. 

These principles, eighteen years ago, 
were adopted into one of the cardinal 
principles of this Association, which it 
has maintained without interruption 
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during these years. As events are shap- 
ing themselves today, the eighteen er 
old position of this Association in its 
stand by that cardinal principle is vingj- 
cated. 


An address full of “pep” and 
“ginger” on “Credits and Business” 
was delivered by W. E. Connett, of 
the Liberty Central Trust Company, 
Mr. Connett’s address was highly 
instructive. 

The address of Mr. Connett was 
followed by a discussion and “Ex. 
planation of Insurance” by Lynton 
T. Block, President of Lynton T, 
Block & Company. 

The lire Prevention Committee 
report, read by Edwin L. Seabrook, 
proved enlightening as it contained 
an outline of the measures put into 
operation for the prevention of fires 
which annually destroy so many 
human lives and so much property. 


John Bogenberger is the chairman of 


this committee. 

The afternoon session of Wednes- 
day’s program was opened with the 
report of the Warm Air Furnace 
Committee, of which E. B. Langen- 
berg is the chairman. 

Annual Report of Warm Air Furnace 
Committee 1923. 


Developments in the warm air heating 
field have been so rapid during the last 
twelve months that it is hard for the 
average man to realize the remarkable 
change that is taking place in this in- 
dustry. 

The men who make this a_ specialty 
and who devote their entire time to the 
installation of warm air furnaces do, for 
the most part, keep up with improve- 
ments and developments in this science. 
It is to the installer who does not have 
the time to go into this matter thoroughly 
and who does not devote his entire time 
to the installation of heating plants -that 
this report is particularly addressed. 

Warm air heating is a science. As 
much so as electricity, medicine, surgery, 
etc. It has fundamental laws that must 
be obeyed if results are to be secured 
to meet specific conditions. These laws 
in the past have, to a certain extent, been 
rather vague and for the most part the- 
ory unsupported by proof. 


Testing Principles of Warm Air 
Heating. 


About four years ago the National 
Warm Air Heating and Ventilating As- 
sociation, an erganization of furnace 
manufacturers, determined to create a 
fund that would establish a research bu- 
reau. This bureau to analyze and test 
principles of warm air heating and to 
search out the truth for their guidance 
in their own business and for the infor- 
mation of the installer. Arrangements 
were made with the University of Illi- 
nois to conduct these experiments so that 
there could be no question arise at any 
time which would reflect on the integ- 
rity of the reports, nor could it be said 
that the furnace manufacturers had in- 
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This was a wise 


fluenced these reports. ; 
procedure as it afforded protection to the 


data as it became available and pro- 
tected the manufacturers from insinua- 
tions and reflections which might have 
been cast on them had the plant been 
run by them directly. ; 

The Association created an advisory 
committee. This committee was to keep 
the university advised of the factors and 
the information most desirable at an 
early date and the results to date con- 
clusively prove that this committee has 
done all that has been expected of it. 

A sum, approximately $80,000.00 has 
been spent at the University of Illinois 
on furnace research. About half by the 
university and the remainder by the As- 
sociation. ; / 

Up to the present time bulletins Num- 
ber 112, 117, 120 have been issued by 
the university and this information is 
available to every installer. Copies of 
these bulletins can be secured for a small 
sum by writing to the Experiment Sta- 
tion, University of Illinois, Urbana, IIli- 
nois. A new report made in May, 1923, 
will not be available until after the first 
of January, 1924. This bulletin covers 
the last year’s work and is an impor- 
tant one. 

In addition to the work being done at 
the University of Illinois, the American 
Society of Heating and Ventilating As- 
sociation is conducting an experiment 
station at the Bureau of Mines, Pitts- 
burgh, Pennsylvania, under the direction 
of Dean F. Paul Anderson. At this 
station they are making some elaborate 
tests on air conditioning which will show 
the effect of high and low temperatures 
and humidities on the human _ body. 
These tests have already conclusively 
proven that the pulse is a true barome- 
ter of the body and gives warning when 
temperatures and humidities become too 
high. They have determined that there 
is a positive relation between wet and 
dry bulbs and when this experiment has 
been concluded and the information tab- 
ulated, a most important branch in heat- 
ing will have been covered with untold 
benefits to the public. 

A great many universities are taking 
up research work in heating along some 
definite line and it is indeed gratifying 
to know that such widespread interest is 
being shown in the development of this 
science. Theory is gradually giving way 
to fact, and if the present guess-work 
of the installer was discarded and even 
available data used, the public would be 
the gainer and undoubtedly appreciate 
the efforts made. 


Code Being Well Received. 


The code that this Association adopted 
last year is being received and used in 
all parts of the country. Up to the 
present time about 200,000 copies have 
been issued and in several places, not- 
ably Columbus, Ohio, and Sioux City, 
lowa, the code has been put in ordinance 
form and is operating at the present 
time. 

The second edition has been issued 
which has one or two minor changes in 
it but there are no changes anticipated 
until further research data is available, 
to the joint committee. 

Not a single complaint has been re- 
ceived by the Code Committee of which 
the writer is a member, and it is evi- 
dent that the code as written, is meet- 
ing with general approval in actual prac- 
tice. It is well that we be alert in watch- 
ing legislation to see that it does not 
exceed its authority by foisting on to the 
public impracticable laws unsupported, 
by information that is now available. It 


is the opinion of the committee that state 
legislation is an improper way of regu- 
lating the heating of residences. The 
interpretation of the law is then placed 
in the hands of uninformed town con- 
stables, sheriffs and what-not with every 
possibility of politics and organized con- 
trol. This, in our estimation, would be 
a most serious blow to warm air heat- 
ing and we urge every sheet metal con- 
tractor to keep in touch with his state 
legislature so that an unfair law shall 
not be passed. It is better to have no 
laws at all and to depend on the inher- 
ent honesty of the average installer than 
to have a law that does not comply with 
the best thought and practice. 


Activities of Industrial Commission of 
Wisconsin. 


The committee takes this opportunity 
of calling your attention to the action 
taken by the Industrial Commission of 
Wisconsin. It has undertaken to rate 
furnaces, according to heating areas. 
There is no question but that there is 





Julius Gerock, 
Re-elected Treasurer. 


a relation between grate area, direct and 
indirect heating surfaces, but to estab- 
lish a law basing the capacity of fur- 
naces on heating surfaces alone is a mis- 
take in our estimation and cannot be sup- 
ported either in the laboratory or in 
actual practice. In heating a residence, 
the first requirement necessary is to de- 
termine the heat loss on the outside of 
the building. Working from this point 
back through your duct capacity it is 
finally necessary to select a heater that 
has a capacity to generate enough B. 
t. u. to overcome this heat loss and a 
heater which will deliver with a min- 
imum of fuel consummation its highest 
efficiency. Available data is not complete 
in determining just how to rate a fur- 
nace but as this is being worked on, 
we should have this information in the 
very near future. Once this informa- 
tion becomes available, the members of 
this organization can insist that the man- 
ufacturer publish the rating in his cata- 
logue. 


Warm air heating is becoming more 
generally used, as the public is apparently 
becoming more interested in healthy 
heating and this one system seems to 
have so many factors in its favor, such 
as flexibility, instantaneous results air 
control, air circulation and economy of 
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operation that there is no comparison 
with other systems now in existence. 

Summing up, the committee feels that 
if the installer will be alert to develop- 
ments in this field and be quick to util- 
ize this information, that he will be con- 
tributing a great deal to the public and 
at the same time benefit his own busi- 
ness to a greater extent than has here- 
tofore been possible. 

Standardization—A committee of three 
to co-operate. We are building for the 
future. We are here today and gone 
tomorrow. Profit by the knowledge of 
the times. 


“Joint Advertising” then 
taken up by Jesse McHenry, mana- 
ger of the Furnace Department of 
the Bridge and Beach Manufactur- 
ing Company. Mr. McHenry’s ad- 
dress appears elsewhere under a 
separate head in this issue. 


was 


Allen W. Williams, secretary of 
the National Warm Air Heating 
and Ventilating Association, gave 
an address, which also appears un- 
der its own head on another page of 
this issue. 

An address on “Why Research?” 
was then given by F. Paul Ander- 
son, dean of the Research Bureau of 
the American Society of Heating 
Pitts- 


and Ventilating Engineers, 


burgh Laboratory. 

What Mr. said was 
more in relation to “Ideals in Rela- 
tion to Research” than the talk he 
was scheduled to make. This sub- 
ject in Mr. Anderson’s mind was 
the searching for the truth and its 
application to daily practice. Mr. 
Anderson finds joy in accomplish- 
ment. He has a sympathetic atti- 
tude toward everybody. He is a 
great lover of flowers, animals and 
the human kind; consequently his 
attitude toward apprentices is ex- 
ceedingly sympathetic. In his talk 
he brought out the fact that the re- 
sponsibility of training the appren- 
tice rested with the older men. 
Nothing can be accomplished by ex- 
pecting the boy to learn entirely by 
himself. The secret of the success 
of teaching apprentices is to be 
found taking a kindly interest in 
their progress. 

Mr. Anderson is a broad-browed, 
open-hearted man, who knows 
“boys” and men. He thinks every 
man’s interest should be achieve- 
ment. He said: “Success is achiev- 
ing happiness, making friends and 
living in a peaceful way.” 


Anderson 
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The report of the Trade Devel- 
opment Committee proved highly 
entertaining and was read by P. F. 
Brandstedt, chairman. 


Report of Trade Development 
Committee. 


This report herewith submitted is nec- 
essarily short. Its purpose is to acquaint 
you with the progress of our work and 
to give you an accurate account of the 
funds in the hands of your committee. 
We also will make mention of the diffi- 
culties constantly encountered and the 
criticisms that men who have never at- 
tempted any real work, are making. I 
also wish to mention there are cities that 
have not responded with financial help; 
there are other cities that have made two 
payments and others that stand ready 
to make a second payment if your chair- 
man calls on them. I also want to state 
that this is a final statement, that no 
member of your committee receives any 
compensation. That during the entire 
past year not one cent has been paid out 
for any purpose other than salaries of 
men employed and who will be men- 
tioned in this and the treasurer‘s report, 
no other expenses, not even postage has 
heen charged to your committee. I want 
further to state that the men who. are 
actively helping are doing so only for 
the general good of our industry. They 
see the big picture of a greater industry 
and will reap their reward in more busi- 
ness. 

Financial Standing. 
Balance on hand May 11, 1922.$4,207.25 
Total expenditures to June 11, 

___ AREER AR ore 1,487.52 
Total receipts to June 11, 1923.. 571.32 
Due from National Association. , 750.00 

Total available funds of com- 

8 ae $4,041.05 

It will be noted that the money ex- 
pended was for salaries to the follow- 
ing gentlemen who in each case are de- 
signers and draftsmen: 

W. L. Fleming, Washington, 
Se, EE ESET RE EERE ety $ 904.47 


P. Windon, Washington, D. C.. 239.55 
J. P. Moore, Minneapolis, Min- 

IE niet wine eae ne wate ence 290.00 
William Neubecker, New York. 30.00 
Other expenses, bond and sta- 

SD suuacseekscncencetune 23.50 





WOE <Adenrctineseccxinagns $1,487.52 


Progress of Work. 


The work did not progress as well as 
we should have liked to see it and your 
chairman is making no apologies for 
this seeming slowness. It is work that 
requires time and still more time, as 
each drawing is finished it is gone over, 
changed or corrected, all of which takes 
care and time. Your chairman has an 
active business requiring close and con- 
stant attention and it is easily seen why 
we have not made greater progress. This 
situation has been relieved ‘to a great 
extent by the employing of William 
Neubecker, who is reviewing the work, 
and we were glad to make this arrange- 
ment because Mr. Neubecker is_ thor- 
oughly competent and takes a. personal 
interest in the work. 

Mr. Fleming, our architect, needs no 
further introduction nor comment. His 
work is of a high caliber and is going 
steadily on. 

J. P. Moore is working under the di- 
rection of E. L. Jaynes on warm air fur- 
nace work. This is due to the efforts 
of Mr. Harms and Mr. Langenberg and 








- satisfactorily. 








this branch of the work is progressing 


The skylight section is now taking 
shape. We had depended on a Chicago 
member for this work, but did not get 
results. This work is now going ahead 
under the direction of Max Walton, of 
Washington, D. C., and I know we will 
get results. 

The roofing problems are practically 
finished. 

The ventilation section is at a stand 
still because I can not get any further 
action. I want duct sizes and the cubical 
contents worked out in a table just as 
fan manufacturers do for their product. 
This, with illustrations still to be pro- 
vided, will complete that section. 

The blower section is complete, thanks 
to the splendid efforts of Hugh F. 
Munro, of Philadelphia. He is the un- 
disputed leader of your committee by 
right of “A Task Willingly and Gladly 
Performed.” 

Other sections to be covered are a mat- 
ter of gathering the data and compila- 
tion. 





Harry C. Knisely, 
President Chicago Local. 


Some Cities Not Willing to Cooperate. 


I make special mention of the reiter- 
ation of the jurisdictional award to the 
sheet metal men of all metal trim doors, 
windows, hollow or otherwjse. Our peo- 
ple should grasp this opportunity; do 
not permit this to go by default as has 
been done heretoforé in other cases. 

I also want to mention that at the 
Pittsburgh convention and again at the 
Indianapolis convention I made an ap- 
peal for photographs of sheet metal work. 
Not one single picture has been sent me. 
I have come to the conclusion that to get 
such pictures I must look to other 
sources and pay for them. 

This gives me an opportunity to call 
to your attention the coOperation your 
committee is constantly getting from E. 
A. Scott. That gentleman comes to 
Washington if asked to, gives freely of 
his time, space in his paper and any 
other help he is capable of without stint 
and without expense to your committee. 

The meeting of your committee here 
gives you further details on such mat- 
ters as are pertinent to the progress of 
our work. 

Before closing this report I wish to 
again state there are a number of cities, 
ranging from the largest to those of 
modest size, that have not contributed. 
I mention a few not with the thought of 
criticism, but to see if those cities lack 
initiative or lack interest in the efforts 
of other sheet metal men who are trying 
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to promote our business. If the men jn 
Philadelphia, Columbus, Camden, Oma. 
ha, Kansas City or Indianapolis think 
that this work is of no benefit to them 
then don’t participate, but if you do 
think you will be helped, then be willing ’ 
to assume some of the burden as be. 
comes progressive men. It is being said 
that we can’t finance this undertaking 
because we do not measure up to such a 
job, we are small and will remain go, 
My question to all the cities that have 
not as yet responded is: Do you syb- 
scribe to the outside verdict or do you 
subscribe to our fund? The above 
named cities are only a small number 
of the non-supporters and were not 
picked, simply named at random. It is 
time that we as important units in the 
business world be recgonized as such, 
but we can only compel such recognition 
by our own conduct. 

In conclusion, we again ask all mem- 
bers to help in this work. It is easy to 
find fault; the chronic fault finder will 
not receive a hearing, not even recog- 
nition, but a sincere and honest critic, 
who can and does offer constructive 
ideas, is welcome. It is he who willingly 
helps and it is with such help that prog- 
ress is made. 

lL cannot help but attach as our clos- 
ing words a philosophical quotation and 
let it sink into our innermost self: “No 
man liveth unto himself, we are not born 
for ourselves alone.” Our country claims 
her share, our friends their share of us. 
All that the earth produces is created fo: 
the use of man, so men are created for 
the sake of men, that they may mutually 
do good to one another. 

Pau. F. BraANnpsTeprT, 
Chairman. 


An address on “Rust and Corro- 
sion” was given by D. M. Strick- 
land, of the American Rolling Mill 
Company. This talk and the dis- 
cussion which followed it were very 
enlightening, indeed. 

Joseph C. Gardner, President of 
the Indiana Sheet Metal Contrac- 
tors’ Association, spoke on “The Job 
Shop: Its Place,” as follows: 

Address by Joseph C. Gardner. 


To fully comprehend the title, “A Job 
Shop, It’s Place,” we must refer back to 
years long past. In those days there were 
exclusive stove stores to handle cooking 
and heating stoves, stove piping, cooking 
utensils and a complete line of various 
kinds of sheet metal ware. In connec- 
tion with these stores there were tin 
shops to make the various articles of 
sheet metal sold in the stores, such as tea 
kettles, wash boilers, coffee and tea pots 
and stove piping, so the name Job Sho 
originated. : 

Who of the old-time tinners do no 
recall the time when all the valley gut- 
ters, hanging gutters, downspouting and 
elbows used in construction of buildings 
were made of tin and usually made by a 
journeyman or apprentice during the 
winter months when no outside work 
could be done. It kept the employer 
busy during the winter to find work for 
his best workmen, so that they would 
stay with him and be on hand when bust- 
nees opened in the spring, so as not to 
necessitate the employment of new men. 

Among the goods formerly manufac- 
tured in these job shops were all kinds of 
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; yer and sheet iron work used in 
‘taories, foundries and mills, milk cans, 
strainers, dippers, measures, and coolers, 
lard skimmers and tanks, coal oil tanks, 
oilers, fruit cans, wash boilers, tea ket- 
tles, coffee pots, ice cream freezers and 

ckers, and almost any article made of 

metal. : 

job shop even took its part im 
helping elect presidents of this great na- 
tion by making tin torches carried in the 
hand or worn on the cap of the marching 
men during the night parades of presi- 
dential campaigns. 

Speaking of torches reminds me of the 
time when tin coal oil torches holding 
about a quart of oil were extensively 
made in tin shops. The torches were 
used at various places outside of build- 
ings for illumination at night time. 

During the winter months these torches 
were also used when ice was cut from 
creeks, ponds and rivers and stored for 
summer consumption in large wooden 
buildings with double walls, as the ice 
harvesters worked early and late, so as to 
get as much ice as possible cut during 
freezing weather, and well I remember 
the time when we opened the door of our 
shop and found a note on the inside re- 
questing us to make as many torches as 
possible by 4 o'clock, all hands were 
placed to work and about two hundred 
fifty or three hundred torches were made 
and wicked by 4 o’clock. 

The party who had ordered the torches 
came after them and we started to carry 
the torches to his wagon, when he said: 
“Wait a minute, I only wanted about two 
dozen torches.” As the man was a good 
customer, no argument was made. He 
was given the amount he wanted and the 
remainder were stored for future sales 
during the next year or so. 

The Assortment Shop. 

In after years, however, another style 
of tin shop originated which by some was 
called a job shop, but when spoken of 
by old-time tinners was called an assort- 
ment shop. In this shop all kinds of tin- 
ware was made in large quantities and 
paid for by the piece; this shop took 
away a great deal of the tin work done 
in a job shop. 

Upon the establishment of factories to 
make tinware and other sheet metal 
items by machinery in place of by hand, 
the job shop lost a great deal of its work. 

At present very little sheet tin is used 
in job shops, but the old-time reliable 
journeyman is still in great demand. In 
place of sheet tin, black and galvanized 
sheet iron of various thickness are used 
and the work of being nearly all small 
items made of tin and light sheet metal 
as formerly, now is mostly tanks, heat- 
ing and ventilating and blower piping, 
dust and shaving collectors and piping, 
machinery guards, stacks and other items 
too many to enumerate. 

As people working on inventions quite 
often come to tin shops to have their 
ideas worked out, on the various inven- 
tions that have been perfected in a tin 
shop a book could be written. 

One case in particular I recall was 
that of a man working on perpetual mo- 
tion. He had a large tin ball made with 
a lot of compartments connected together 
with tubes. After coming to the shop 
for eight or nine years, he disappeared 
for a while, to return only a short time 
ago, informing me that his tinkering had 
sent him to an insane hospital for the 
intervening years. 

The Job Shop holds its own in a great 
many workmen. Just before the five 
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hundred mile auto race is held at Indian- 
apolis a few of the shops are kept very 
busy for a week or so making tanks, 
cans, filling funnels, hoods, etc., for the 
racing machines. 

What would the general public do if it 
were not for the old-time tin shop? 

Where would they go for repairs on 
wash boilers, coffee pots, ice boxes and 
for a great many other necessary articles 
made of sheet metal ? 

Here’s to the old-time tin shop; may it 
continue to thrive as of old and may its 
traditions of former years be as pleasant 
to the younger generation as it was to the 
old-time tinkers. 


Thursday’s Session. 

At the Thursday session Secre- 
tary Seabrook read the report of the 
Trade Relations and Policy Com- 
mittee, as follows: 

Report of Trade Relations and Policy 
Committee. 


The sheet metal industry is no excep- 
tion to the direct-to-consumer - sales. 
Nearly every other line has this same 
problem with which to contend. Either 
the volume of direct sales in our indus- 
try varies from year to year, or the com- 
plaints, in proportion to such sales, sent 





E. B. Langenberg, 


Chairman, 
Warm Air Furnace Committee. 


to the committee do. With the excep- 
tion of a particular part of the roofing 
trade, which will be touched upon later, 
the complaints for the past year have 
been remarkably few. 

Your committee believes this is due to 
several causes, among them being the 
constant agitation of this subject by the 
membership, and its appeal for justice. 
During the past three years our mem- 
bership has increased in every section of 
the country. Conventions in something 
like twenty states have been held in the 
past few months. District conferences 
have been held, to say nothing of the 
meetings of the hundred local associa- 
tions. State conventions, local confer- 
ences, and many of the local meetings 
are attended by salesmen, and the method 
of distribution of supplies is freely dis- 
cussed. Probably nothing could have a 
more beneficial effect on the solution of 
this problem than this fraternizing of 
buyer and seller. 


mn 
— 


Natural Channel of Distribution. 


The natural channel of distribution of 
supplies is from manufacturer to jobber, 
from jobber to retailer and from the re- 
tailer to the consumer. One of these 
channels cannot be impoverished with- 
out affecting the others. Every direct- 
to-consumer sale robs one channel of a 
legitimate profit, and impoverishes it to 
that extent. If the source of sheet metal 
supplies is anxious about the prosperity 
of. the sheet metal contractor, and it is 
to.its interest to be, it should be solic- 
itous as to the method or channel by 
which its supplies finally reach the con- 
sumer. 

Your committee feels that there is a 
much better understanding of the trade 
protection problem, an appreciation of 
the rights of the sheet metal contractor, 
and that in proportion to the amount of 
business, such sales are decreasing. The 
growth of our membership in the South- 
ern states will undoubtedly have a most 
beneficial effect in that section of the 
country, so far as direct sales are con- 
cerned. 


Stock Company Organized. 

The sheet metal contractors of Louis- 
ville, Kentucky, felt it necessary to or- 
ganize a stock company, and capitalize 
it sufficiently to purchase and carry a 
good supply of sheet metals and acces- 
sories. This venture, while but a few 
months old, has been a decided success 
from the start. This method of han- 
dling a trade protection problem on the 
part of the sheet metal contractors may 
seem drastic, but, in view of all the cir- 
cumstances surrounding this particular 
case, is justified. 

The report of your committee at the 
Indianapolis convention dwelt at some 
length on the distribution of roofing 
slate. The producers and distributors 
of that industry at that time had no 
organization; consequently no definite 
distribution policy prevailed; but there 
were free lances a plenty. Last summer 
a national organization of the slate in- 
terests—producers and distributors—was 
effected with headquarters in Philadel- 
phia. The chairman of your committee 
took up at once with the executive com- 
mittee of the National Slate Association 
the matter of a sales policy, and urged 
the consideration of the roofer in the 
distribution of roofing slate. The ads 
in the Journal last fall of the National 
Slate Association showed the willingness 
of the membership to recognize the rights 
of the roofer. 

It was the privilege of the chairman 
of your committee to attend by a spe- 
cial invitation two meetings of the Na- 
tional Slate Association to discuss a sales 
policy as it relates to the distribution 
of roofing slate. The members of the 
National Slate Association are in hearty 
accord with the principle of our asso- 
ciation on this subject, and a committee 
is now at work on a sales policy. 

In passing, it might be noted that the 
National Slate Association, while only a 
vear old, is an aggressive one. It is 
advertising the uses of slate roofing, and 
is reaching out to increase the demand 
and sales for roofing slate. It seeks the 
cooperation of the slate roofer, and is 
willing and anxious to codperate with 
him in securing roofing contracts. This 
Association is also giving attention to 
some of the details of slate roofing. It 
has appointed a committee to study the 
best kinds of felt, nails, etc. It asked 
our Association to join it in this work 
by the appointment of two of our mem- 
bers of a joint committee. 








Eternal Vigilance. 


Eternal vigilance is no less the price 
of proper trade distribution than it is of 
some of our other liberties. Vigilance, 
however. aggressive, is not alone suff- 
cient. It is useless to complain about 
someone else supplying a need, and make 
no effort to do it ourselves. Lumber 
yards and some others handle roofing tin, 
and other sheet metal supplies needed by 
the farmer and others. Why does the 
farmer go somewhere else in preference 
to the sheet metal shop? Business fol- 
lows the line of least resistance. Some- 
where there is a reason for the farmer’s 
visit to the lumber yard, and forgetting 
the sheet metal contractor. Perhaps the 
lumber yard tells the farmer something 
about the things it has to sell, and how 
it can serve him. 

It must be quite evident that the sheet 
metal contractor cannot be passive in 
matters where individual effort is neces- 
sary to correct a bad trade practice. 
Every other line of business is awake 
to the value of publicity from the manu- 
facturer on down to the smallest re- 
tailer. If the sheet mietal industry is to 
hold its place it must also be awake to 
the need and the value of giving the 
greatest amount of publicity possible to 
the merits of its products. It is with a 
great deal of satisfaction that your com- 
mittee can report that the sheet metal 
contractors as a whole are doing more 
individual publicity through newspapers, 
circulars and like mediums than ever 
before. 

In matters of trade protection your 
committee can only suggest, rather than 
make specific recommendations. It feels, 
however, that the time has come when 
it can specifically recommend something 
that will materially increase the use of 
sheet metals. It is this: That this con- 
vention by appropriate resolution urge 
the sources of sheet metal supplies to 
inaugurate a national advertising cam- 
paign showing the merits of sheet metal, 
not only in building construction and its 
fire preventive qualities, but the increas- 
ing use of sheet metals used by the 


tlarmer. 

George Thesmacher, Cleveland, 
Ohio, followed with a live-wire talk 
on “Estimating; Profit and Loss,” 
in which he emphasized the fact that 
while “Estimate” necessarily means 
that there is some uncertainty it does 
not mean the same as “Guessing.”’ 

The speaker took for his text, 
“Estimate so thy work that thou 
mayest deliver a good job, and make 
a fair profit.” 

“The real cost can, of course, not 
be known until the job is com- 
pleted,”” said Mr. Thesmacher, “but 
we can be careful about the cost of 
material and be reasonably certain 
of that. 

“Labor costs depend on so many 
conditions over which we have no 
control, that it is at best only an 
‘estimate’ when we put down the 
number of hours, but at that, we 
should be careful and figure enough. 
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“To the sum of material, cost and 
labor cost, we must add a ‘Safety 
Factor,’ in order to cover contin- 
gencies, such as stoppage of work 
because of bad weather, non-deliv- 
ery of material, etc. 

“Then we add our overhead. 

“And last, the profit. 

“The total makes the selling price. 

“T want to emphasize the impor- 
tance of using a uniform system in 
‘taking down’ quantities, because un- 
less we do, some one is likely to 
make a mistake, as I did at one time 
when I forgot that.a skylight might 
have two sides of glass. 

“Make sure that everything is in 
the estimate.” 





George Harms, 
Trustee. 


Gust Krack, Erie, Pennsylvania, 
told the convention of his experience 
in promoting his sheet metal and 
furnace business by newspaper ad- 
vertising, illustrating his remarks by 
slides showing a series of one col- 
umn, five inch advertisements. 

This address, with samples of Mr. 
Krack’s advertising, will be pub- 
lished in next week’s issue. 

Dan A. Rubel, a former presi- 
dent of the St. Louis Advertising 
Club, gave some of the principles on 
which advertising is based and cited 
examples of successes achieved by 
advertising. 

Here are some of his statements: 

“Advertising is the language of 
business.” 

“Advertising actually reduces cost 
of production and selling price.” 
“Advertising gives your employes 
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something to live up to, helps to cre- 
ate an esprit de corps.” 

“Advertising stabilizes business.” 

“In your advertising forget about 
yourself and put yourself in the cys- 
tomer’s place.” 

Harry C. Knisely, Chicago, ren- 
dered a report of the meetings at 
which the hollow metal door and 
trim controversy had been decided 
by the Board of Jurisdictional 
Award, the decision being that the 
erection of such work belongs to the 
sheet metal trade. 

Dr. John P. Wagner, Des Moines, 
Iowa, who is chairman of the Com- 
mittee of Publicity and Trade Prac- 
tices of the National Warm Air 
Heating an Ventilating Associa- 
tion, spoke briefly on the work which 
it is hoped to get started through 
this committee, and urged that a 
similar committee be appointed .by 
the president to cooperate with the 
manufacturers. Such a body will 
be appointed by the new president. 

A permanent committee of three 
is also to be appointed, to act in co- 
operation with similar committees. 
from other associations and in this 
field, for the purpose of simplifying 
and standardizing sizes, shapes, 
weights, styles, etc., of sheet metals, 
furnaces, registers, fittings, etc. 

Friday’s Session. 

The closing session was held Fri- 
day forenoon, resolutions and other 
committee reports being rendered, 
followed by the election of officers 
and selection of the 1924 Conven- 
tion City. 

The resolutions covered 
subjects, among which were: 

That arrangements be made in 
cooperation with manufacturers of 
metal roofing to have tests taken 
covering the fire prevention qual- 
ities of such material. 

That manufacturers oi registers 
and fittings receive full support and 
cooperation in their efforts to elim- 
inate useless sizes and styles in these 
products. 

That a committee be appointed to 
consist of nine furnace installers, 
three each for furnaces, registers 
and fittings, to cooperate with sim- 
ilar committees of the National 
Warm Air Heating and Ventilating 


many 
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The Naki onal A\s5 ociation 
Sheet Metal © ont+ acters 


ofthe 


United Staves 


i—Allen W. Williams and Miss Pearl Fischer. 2—George Harms, James Barrett, A. G. Pedersen, Rudolph Strehlow and Pete Johnson. 3—Mutt and Jeff at the 
Convention, Hy Grossenbacher and James Conners. 4—Trow Warner, Bob Ketting and Dick Moncrief. 5—Julius Gerock and One of His Many Customers. 6—E. L. 
Seabrook and Frank B. Higgins. 7—Lots of Pretty Ladies—God Bless Them, as Sunny Jim Says. 8—George Harms, Doc Wagner, President Pierpoint and Judge 


Werner. 9—Dave Farquhar, D. E. Cummings, E. L. Jaynes and Trow Warner. 10—Try to Get a Bunch of Men to Pose Like This. 11—J. B. Lee, S. P. Moncrief and 
J. M. Moncrief. 12—-H. H. Bain, Art Lamneck and Walter Wimmer. 13—President Pierpoint, George Harms, Judge Werner, 
14—Doc Wagner Thinking of Something Serious. 15—Officer Heinrich Bierbauer Telling Harry Van Bayse That He Takes 
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Secretary Seabrook and Frank Higgins. 
Up Too Much Space on the Sidewalk, 
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Association and the Western Warm 
Air Furnace and Supply Associa- 
tion, in the matter of standardizing 
sizes and styles. 

To help financially State Associa- 
tions having paid organizer and to 
cooperate with Dr. John P. Wag- 
ner’s Committee on Publicity and 
Trade Practices of the National 
Warm Air Heating and Ventilating 
Association. 

Election of Officers. 

President—John <A. Pierpoint, 
310 Twelfth Street, 
Washington, D. C. 

First Vice-President — Henry 
Stark, St. Louis, Missouri. 

Second Vice-President—George 
P. Werner, Galveston, Texas. 

Third. Vice-President—D. M. 
Haines, Chicago, Illinois. 

Fourth Vice-President — Joseph 
C. Gardner, Indianapolis, Indiana. 


Northwest, 





Secretary—Edwin L. Seabrook, 
608 Chestnut Street, Philadelphia, 
Pennsylvania. 

Treasurer—Julius Gerock, Junior, 
1252 South Vandeventer, St. Louis, 
Missouri. 

Trustees — Louis Luckhardt, 
Pittsburgh; S. P. Moncrief, At- 
lanta, Ga.; Paul L. Biersach, Mil- 
waukee, Wisconsin; Frank  B. 
Hiller, Cleveland, Ohio; W. A. 
Fingles, Baltimore, Maryland; R. I. 
Pauley, Mason City, lowa; John H. 
Hussie, Omaha, Nebraska; George 
Harms, Peoria, Illinois; Arthur I. 
Lamneck, Columbus, Ohio. 

The 1924 Convention will be held 
in Washington, D. C. 

Thus came to an end the biggest 
and the best convention in the nine- 
teen years of the National Associa- 
tion of Sheet Metal Contractors. 

A very large share of the credit 
for the success is due to the St. 
Louis Convention Committee, which 
has been at work for a whole year, 
meeting at least once a week. Chair- 
man Henry Stark, Vice-Chairman 
George H. Walchli, Secretary E. B. 
Langenberg, Treasurer L. R. 
Schleier, and all the others certainly 
have reasons in plenty for feeling 
elated and proud now that the Nine- 
teenth Annual Convention has 
passed into history. 
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The personnel of this excellent 
committee follows: 
Convention Committee. 
Chairman—Henry Stark. 





Vice - Chairman — George H. 
Walchli. 

Corresponding Secretary—E. B. 
Langenberg. 

Recording Secretary — L. R. 
Schleier. 

Treasurer—H. WW. Symonds. 

Finance Committee — William 


Koelsch, chairman; Henry Stark, 
Luke Tiernan, I. Bb. Higgins and 
Julius Gerock, Jr. 





Dr. John P. Wagner. 


Registration Committee—George 
E. Kohimeyer and P. R. Pollard. 

Hotel and Banquet Committee— 
F. B. 


Grenzebach and Luke Tiernan. 


Higgins, chairman; E. C. 


Reception and Auto Committee— 
IF, T. Bokern and Harry Gevecker. 

Outing Committee—L. R. Schleier 
and E. C. Grenzebach. 

Ladies’ Entertainment Committee 
—H. W. Walter 


Krueger. 


Symonds and 


Municipal Committee- 


George H. Walchli and A. P. laess- 


Opera 


ler. 

Attendance and Publicity Com- 
mittee—Julius Gerock, Jr. 
Ladies’ Committee in Charge—Mrs. 
William Koelsch, chairman; Mrs. F. 
T. Bokern, secretary; Mrs. A. P. 
Faessler, Mrs. Julius Gerock, Jr., 
Mrs. Harry Gevecker, Mrs. E. C. 


Grenzebach, Mrs. I’. B. Higgins, 
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Mrs. George E. Kohlmeyer, Mrs 

Walter Krueger, Mrs. E. B. Lan. 
genberg, Mrs. P. R. Pollard, Mrs, 
L. R. Schleier, Mrs. Henry Stark 

Mrs. H. W. Symonds, Mrs. Luke 
Tiernan and Mrs. George H, 
Walchli. 








Heard and Seen 
in St. Louis 


Probably the busiest “man” at the 
convention was Miss Pearl Fischer. 











A wag told Henry Grossenbachgr 
that in Room 310 there was a pretty 
young lady who was demonstrating 
an elbow making machine. Henry 
misunderstood him and almost made 
each flight of stairs in one jump, 
but when he got into 310 he saw 
that Miss Fischer had a real elbow 
making machine, instead of some- 
thing that would make you bend 
your own elbow; he was a good 
sport, however, and put his name 
on the dotted line, but when he got 
back to the lobby he spread the story 
and the elevator girls had to stop at 
the third floor regularly from then 
on. 

That “lunch” at the Haynes-Lan- 
genberg plant on Thursday was sure 
“hum-dinger.” If anyone 
went away hungry, it was his own 
fault, for there was a variety and 
plenitude of staple and fancy goods 
that would satisfy the biggest eater 
and the choicest picker. Their new 
plant is nearly in ship-shape and 
they are working it trying to catch 
up with orders before the fall rush 
sets in. 

At the banquet—and here is an- 
other pause to congratulate the 
Convention Committee—was a thor- 
oughly enjoyable affair, I had 
pleasant company, the food was ex- 
cellent and the speakers of the 
snappy, spicy_order—no not what 
you thought I meant, George—they 
spoke just long enough to say what 
should be said. 

Jim Daugherty, “Sunny Jim,” no 
longer a tinner, but still the same 
old good scout, was the first speaker, 
and his example was.followed by all 
of them—“the shorter the spoke, the 
less the tire.” 


some 
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He referred in touching terms to 

Harry Hussie, who is dangerously 
i] in an Omaha hospital, and E. B. 
Langenberg read a letter from 
Harry so thoroughly characteristic 
of Harry that brought tears to the 
eves and laughter to the lips of the 
audience. 

A. W. Glessner, who has just re- 
turned from a trip around the 
world, told interestingly about some 
of their experiences in Japan. 

Arthur P. Lamneck, one of the 
old war horses of the Association 
and a former president, gave a short 
talk in which wit was mixed with 
lots of terse common sense. 

George Thesmacher was also to 
have spoken, but for some reason 
he had disappeared when his turn 
came. They say that he was in an 
important conference with his room- 
mate, Paul Brandstedt, as to what 
sort of souvenirs they ought to buy 
for Jeannette the second, who is 
living at the Brandstedt home. 

The closing address was given by 
Charles M. Hay, a St. Louis at- 
who claims to tell the 

His remarks were of an 


torney 
“truth.” 
inspirational nature and he certain- 
ly did a good job. 

Mrs. Karl Roth brought Karl 
along from Terre Haute. They 
drove across and enjoyed the trip. 

After the lunch at “E. B.’s” little 
shop, where five hundred were fed 
and no crumbs left, the delegates 
and their ladies and friends enjoyed 
an automobile ride through the beau- 
tiful national parks, stopped a while 
at the Art Museum, had the official 
convention picture taken and “saw 
the animals,” returning to the hotel 
in time for dinner. 

Probably the most enjoyable part 
of the entertainment program was 
the Municipal Opera in Forest Park 
Thursday evening. The stage was 
set in a natural amphitheater, the 
settings beautifully arranged, the 
costumes artistic, the singing excel- 
lent. It was a fitting close to an 
afternoon of real pleasure. 

Tony Howe and his better nine- 
tenths, were there, of course. I 
don’t know what a sheet metal con- 
vention in the central states would 
be without Tony—and, also of 


course, Pop Henninger was on the 
job. 

Frank R. Gerald, one of the old 
time sheet metal men, came down 
from Hoopeston, Illinois. He has 
been a subscriber of AMERICAN 
ARTISAN for more than thirty years, 
and still finds that it pays to read 
it every week. 

Ed Stallemeyer, of the Walworth 
Run register folks; Dick Moncrief, 
of the Henry furnace fame; Harry 
Snow, of the Furnace Fan family ; 
D. E, Cummings, of the Thatcher 
furnace Chicago office; Harry Van 
Bayse, of the American 
tried to attend two or more of the 
sessions that were held at the same 
time, but it took a good deal of 
stretching and perspiring for some 
of them. 


furnace, 


That “Pfanneflickern” night on 
Tuesday evening was a real enjoy- 
able stag affair. Ask “Doc” Wag- 
ner and Fred Nesbit how it felt to 
be, for once, right next to the stage. 
You can’t tell what some men will 
do when they are away from home. 

The St. Louis ladies, I'll bet, did 
not take time to wash dishes or dust 
during the entire week. They were 
on hand all the time looking after 
the pleasure of the visiting wives, 
daughters and sweethearts of the 
sheet metal men. Herb Symonds 
and George Walchli, for some rea- 
son, found it necessary to attend the 
ladies’ program. 

Among the other notables from 
out-of-town were Hem of Utica 
Heater, Wasson of 
nace, Ralph Blanchard of Hart & 
Cooley, Warner and 
“Dave” Tuttle & 
Bailey, Joe Farris of Farris Fur- 
nace, the whole Mt. Vernon Fur- 
Norman, of 


Lennox Fur- 
“Trow” 
Farquhar of 


nace crowd, E. W. 
Merchant & Evans, Pete Johnson, 
of Champion pipes and fittings, Roy 
Walker of Meyer Furnace, Jensen 
of the Whitney Metal Tool, Al 
Friedley, of Friedley-Voshardt, 
Preston Parish with his Miller rub- 
ber mallets, Krump, of Dreis & 
Krump, Mudgett, of Honeywell's 
(his boss got stuck in a railroad 
wreck, so the Western warm air 
folks did not get to hear his talk 
on air distribution, but it will be 
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published next week)—and there 
were lots of others, but I am getting 
to the end of my string, can't get 
my boss to give me more space, so 
if your name does not appear some- 
where in this issue, don’t blame me. 

But it sure was “some” conven- 
tion, and I am looking forward to 
what the 1924 Convention Commit- 
tee of Washington will do to beat 
this one. They sure will have to go 
some. 





Thanks for Invitation and the 
Many Kind Words for 
AMERICAN ARTISAN. 


We are always glad to help in any 
movement that tends toward making 
conditions better for the sheet metal 
trade, and it certainly makes us feel 
good to receive such letters as this: 
To AMERICAN ARTISAN: 

The Officers and Members of the 
Sheet Metal Contractors’ Associa- 
tion of Pennsylvania extend you a 
cordial invitation to attend the Tri- 
City Convention at Allentown, 
Pennsylvania, July 26-27, 1923. 
Headquarters, Hotel Allen. 

We also 
thanks and 


wish to express our 
appreciation for the 
splendid support your valuable mag- 
azine has always given the Associa- 
tion movement and our Pennsyl- 
vania Association especially. 

Looking forward with pleasure to 
meeting as many of you as can at- 
tend and with very best wishes for 
your success, we remain, 

W. F. ANGERMYER, 
Secretary. 
Pittsburgh, June 21, 1923. 


So Good, After All. 

We often hear people say that if 
we could only go back to old-fash- 
ioned times we would very soon be 
out of debt and that all of our peo- 
ple could live more comfortably and 
By actual figures 
if we could go back to our ways of 


with less effort. 


living previous to 1913, the employ- 
ers of the country could dismiss two 
million workers, and when they have 
dismissed two million workers they 
have put this number of people out 
of employment. 
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What Jesse McHenry Knows and Thinks of 


“Cooperative Activities” as Applied to the 
Warm Air Furnace Industry. 


Proposes to Initiate Five-Year Educational and Advertising 
Campaign Through Organization to Be Known as Associa- 
tion to Promote Better and More Economical Home Heating. 


HE following is the interesting 

suggestion made by Jesse Mc- 
Henry before the National Associa- 
tion of Sheet Metal Contractors’ As- 
sociation, on cooperative advertising 
of warm air furnaces: 


Mr. McHenry’s Plan. 

May I say by way of preface that 
while I have been an interested stu- 
dent of the art of advertising for 
many years and am a firm believer in 
its potentialities, I perhaps should at 
once announce that I have no intention 
of posing as a specialist in this most in- 
teresting and highly specialized science. 
As a matter of fact, I shall speak to you 
simply as a business man addressing 
others of his own class. 

The text “Joint Advertising” as an- 
nounced in your program by no means 
covers the range of my thoughts. In- 
deed, I have elected to address you on 
a subject to which I have devoted much 
careful thought, Codperative Activities, 
and shall treat the question specifically 
as related to the warm air furnace in- 
dustry. 

The rather spasmodic agitation in- 
dulged in during the past eight or ten 
years for a campaign advertising the 
merits of warm air furnaces at last, 
seems destined to bear fruit. There is 
a pronounced and almost universal senti- 
ment among furnace manufacturers of 
the better class and heating contractors 
as well, that the time is now opportune 
for action. However, I have not made 
the discovery of anyone with definite 
ideas or a well defined plan for putting 
the thing over. 

I have been rather strongly impressed 
with the idea that the presentation of a 
plan might serve to concentrate thought 
on the question and possibly hasten activ- 
ities. I have therefore reasoned out a 
campaign plan calculated to meet the 
situation as I see it. Without further 
preliminaries, allow me to announce the 
program. 

Five-Year Advertising Campaign. 

Through the organization to be known 
as “The Association to Promote Better 
and More Economical Home Heating,” it 
is proposed to initiate a five year cam- 
paign during which $1,455,000 will be 
raised—an average of a little more than 
$290,000 per year—and disbursed in an 
aggressive educational and advertising 
campaign. 

Furthermore, it is proposed to develop 
during this period a financing corporation 
with a paid in capital of $2,000,000—the 
purpose of which will be to handle the 
time payment contracts of the heating 
contractor members. 

To raise nearly three and one-half mil- 
lion dollars within our own and_ allied 
industries, may seem to you an impos- 
sible undertaking. Doubtless many of 
you have already said to yourselves, “It 


can’t be done.” May I ask you, friends, 
to suspend judgment until the plan has 
been more fully outlined. That you may 
not longer remain in suspense regarding 
the source from whence these enormous 
sums are to be garnered, I hasten to as- 
sure you that it can and I firmly believe 
will be done—and may I| add that it 
can be accomplished without imposing a 
burden on anyone. In a moment you 
will agree with me on this point. 

I am sure there is not a single heat- 
ing contractor within the range of my 
voice who would not gladly make a 
weekly contribution to this campaign 
fund equal to the price of two good 
cigars, a gallon of gasoline or a ticket 
to the movie. If there are any such 
here please stand. Let me go a little 
further. There probably is not a heating 
contractor in the room who would not 
sign a five-year contract to contribute 
twenty-five cents a week, a dollar a 
month, twelve dollars yearly, a total of 
sixty dollars for the five-year period, if 
the time was ripe and the opportunity 
offered. 

In addition you would welcome the 
opportunity to subscribe for one share 
of the capital stock, par value $100.00 of 
the proposed financing corporation. I am 
positive that I have not misjudged what 
you would do now or what you will 
later do when permitted to become active 
in and contribute to the support of the 
expected associated campaign or some 
other similar movement. 

Now, gentlemen, do you appreciate the 
fact that there are probably 25,000 rea- 
sonably responsible heating contractors 
in this country? Furthermore, may I 
ask, does it not seem within the range 
of possibility that 75 per cent of these— 
18,750—can be enrolled as active and 
supporting members of the proposed as- 
sociation program? Personally, I en- 
tertain no misgivings on this point. 

Now let us take account and see how 
the scheme thus far works out. 


Outline of the Plan. 


Each heating contractor or contracting 
firm admitted to membership will agree 
to pay at the rate of $12 a year or a 
total of $60 for the five-year term. Those 
enrolled the first year will contribute 
$12.00 a year, those enrolling the second 
year will be required to contribute $24.00 
and $12 annually thereafter. Likewise 
those enrolling the third or fourth year 
will be required to contribute $36 and 
$48, respectively and $12 annually for 
the unexpired term. Those enrolling the 
fifth year will be required to contribute 
$60. Thus each contractor member will 
have paid equally into the advertising 
and educational fund. 

As a basis on which to calculate the 
income from the contractor membership, 
let us assume that there will be enrolled 
during the five-year period 18,000 mem- 
bers. Each member in this class will 
contribute $60 or a grand total amount- 
ing to $1,080,000. To this amount let us 
add say $75,000 per year or a total of 
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$375,000 to be contributed by manufac- 
turing and jobber members. This grand 
total to be received from the two classes 
- perceive is $1,455,000. 

t’s none too much, my friends. 
should, and I believe re can, ma 
$2,000,000. 

Now let us consider for a few min- 
utes, the financing proposition. 

Subscriptions to this fund are not 
to be considered contributions but a safe 
and reasonably profitable investment be- 
cause the financing corporation is to be 
administered so as to pay annual stock 
dividends. 

Each of the 18,000 contractor members 
will be expected to subscribe and pay 
cash for one share, par value $100.00 of 
the capital stock of the corporation. Thus 
$1,800,000 of the stock will be provided 
for. The balance of $200,000 will be 
distributed among the 125 or 150 manu- 
facturing and jobbing members on some 
sort of a pro rata basis. 

By this plan the financial requirements 
will be provided for without, as has al- 
ready been stated, imposing a burden on 
anyone. 

Now let us for just a few moments 
consider the organization as a_ whole. 
The membership, administration, etc. 

Class “A.” 

Membership to be limited to heating 
contractors who do or will agree to main- 
tain an orderly display floor separate 
from a shop and will at all times carry 
samples of the furnace represented. A 
prescribed community and financial stand- 
ing must be evidenced. A certain amount 
of local advertising must be done so as 
to tie up intimately with the movement. 
He will agree to carefully study all edu- 
cational and other matter to be prepared 
and sent out by the advertising, educa- 
tional and service director. He will 
agree to prominently display _ signs 
to be furnished by the Association 
at a nominal price. He will agree to 
persistently follow up personally or 
otherwise any and all prospects devel- 
oped through the campaign efforts. He 
will agree to make the Association rules 
the standard for designing and installing 
heating systems. He will agree to adopt 
and yse a standard contract form and 
system of costs. He will agree not to 
engage in demoralizing business prac- 
tices. Finally he will agree that so far 
as possible he will codperate in promot- 
ing the interests of all other members. 

Class “B.” 

Membership is to be confined to a 
carefully selected list of manufacturers 
and jobbers, who will agree that insofar 
as possible to promote the interests of 
all other members. -To this end manu- 
facturers now engaged in retailing fur- 
naces will agree to discontinue all retail 
branches within two years and by the 
close of the fourth year to withdraw 
from the Association or discontinue re- 
tailing from factory or home office. 

Manufacturers of furnaces will agree 
not to make furnaces for jobbers, mail 
order houses or others, excepting under 
their own trade names. They will agree 
not to consign furnaces nor to in any 
way violate their own established terms 
and prices. 

Manufacturers known as “pirates” or 
those who persistently engage in demor- 
alizing practices shall not be considered 
eligible to membership. 

The financing plan is to be available 
to class “A” members only. 

The activities of the Association are 
to be administered under the direction 
of a board of directors, who are to be 
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elected in a rather novel and original 
way, but I believe a thoroughly practical 
and equitable manner. 


Districting the Country. 


| call your attention to the organiza- 
tion chart from which you will notice 
that the country is to be divided into five 
districts—east, west, north, south and 
central. Each district will be privileged 
to appoint or elect its own director. Like- 
wise, the National Warm Air Heating 
and Ventilating Association, National 
Sheet Metal Contractors’ Association, the 
Midland Furnace Club and the Western 
Warm Air Furnace & Supply Associa- 
tion will each elect or appoint their own 
director. 

Thus all sections and all interests will 
be represented in the administration of 
the Association affairs. 

Districts will be encouraged; indeed 
they will be expected to elect or appoint 
a district organizer and superintendent 
who will devote his entire time to the 
work in his district. The salary and ex- 
penses of district worker is to be shared 
equally by the district and the Associa- 
tion. 

The Board of Directors will elect a 
presiding officer who is to be a general 
manager. A secretary, a treasurer who 
will manage the financing organization, 
and a director of Advertising—Education 
and Service. I prefer the word “Serv- 
ice” rather than engineering although the 
activities of this section will be largely 
engineering. 

All salaries and expenses to be paid 
jointly from the two funds, Advertising 
and Financing. 

How is the proposition to be sold and 
when will activities start are natural 
questions. 

I am persuaded that it is possible to 
start Association activities about the first 
of next year. In the meantime the whole 
plan must be sold to at least 100 manu- 
facturers and jobbers, who in turn must 
sell the program to their customers and 
others by mail and through their sales 
organizations. 

It should not be a particularly difficult 
task to sell the thing because the bene- 
fits to be derived will be perfectly ap- 
parent. 

May we now for a few moments think 
together about a few of the things to be 
accomplished. 

In the first place let me say that we 
most certainly will strengthen the affili- 
ated organizations, that we will do this 
admits of no argument. 

It is proposed through newspapers, 
magazines, farm and trade journals to 
attract public attention to the merits of 
well designed and carefully installed fur- 
nace heating systems. 

It is expected that articles of interest 
to home owners and prospective owners 
will be prepared and offered for publica- 
tion in the news columns of the press. 

Those having unsatisfactory heating 
systems and others desiring replacements 
will be urged to consult an association 
member or to communicate with the As- 
sociation service department. 


Easy Payment Plan Available. 


We will make it generally known that 
the Association has an easy payment 
plan available to those buying from con- 
tractor members. We will urge the own- 
ers of homes without adequate heating 
facilities to investigate our plan and 
will point out the advantage of doing 
so early in the spring or summer season. 

It is proposed to emphasize the fact 
that the combined ‘resources of the Asso- 


ciation members are back of each and 
all Association installations. 

Those interested will be invited to ask 
the Association for literature pertaining 
to furnace heating. It will then be the 
Association’s opportunity to sell the in- 
terested party on the superiority of the 
furnace heating system. Each and every 
enquirer will be sent a copy of the dis- 
trict directory in which will be listed 
the names and addresses of manufactur- 
ing members together with the number 
and trade names of certified furnaces. 
Also the names and addresses of con- 
tractor members of the district. 

The public will be taught that the 
Association is the buffer to protect it 
against the common impositions so prev- 
alent in the heating field these days. 

We propose making it exceedingly dif- 
ficult for speculative builders to market 
their buildings unless they are heated ac- 
cording to the association plan. 

An association guarantee will go with 
all systems installed by Association con- 
tractors—providing an association fur- 
nace is used, and the installation is in 
harmony with the Association installa- 
tion rules. 

In short it will be our fixed purpose to 
regain lost ground and develop new busi- 
ness. 

In closing allow me to emphasize two 
factors of supreme importance. It is 
expected that the public’s interests are 
to be guarded and that of the industry 
protected. 

It is also expected that the benefits to 
be derived through honest and whole- 
hearted cooperative efforts will accrue 
to those paying the freight. 

Finally, my friends, you may accept 
this as my valedictory. 

Having completed my contract with 
the Bridge & Beach Manufacturing Com- 
pany than whom there is no grander con- 
cern in the entire country, I expect to 
at once return to my home in Detroit 
for a short rest period after which I 
shall engage in some active business yet 
to be decided on. 


Iowa Wages for Sheet Metal 
Workers Show Little Change 
from Those of 1922. 


Secretary R. FE. Pauley of the 
Iowa Sheet Metal Contractors’ As- 
sociation has collected data regard- 
ing wages for sheet metal workers 
in the different cities of the state, 
and we are publishing below the 
rates paid last year and those in 
effect for the future and expiration 
date of contracts in all cities that 


have been heard from. 


Contract 
1922 1923 April Ist. 


Cedar Rapids.. 87% .90 Date of 
Council Bluffs. .90 .90 Nocontract 
Des Moines... .90 1.00 April Ist. 
Dubuque ..... 80 &3 April Ist. 
Fort Dodge... 80 80 May Ist. 


Mason City... 80 80 Nocontract 
Sioux City.... 82% 82% January Ist. 
Waterloo ..... 80 80 Nocontract 
Davenport .... 1.00 Nocontract 
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Trouble with Small Bill Collections? 
Here's a Painless Extracting 


Method That Gets the Kale. 


Most merchants find that collect- 
ing small bills of fifty cents up to $5 
or $10 is quite a chore. Frequently 
customers go on the assumption that 
the retailer “has his nerve” to dun 
a customer for such a small amount. 
Yet as every merchant knows, those 
small amounts make a sizable total 
at the end of the fiscal year. 

In order to alleviate this difficulty 
a prominent seed company has hit 
upon a method of painlessly extract- 
ing these small, delinquent accounts. 

They send out a postcard size no- 
tice which bears at the top the real 
kick of their method, the letters— 
UO US. 

That variation of the old IO U 
gets a smile from the customer. 
While he smiles he makes up his 
mind to respond to the U O US 
appeal. He comes across cheerfully. 

Any stunt that can make cheer- 
fulness a part of the paying of a 
debt is worth taking a squint at. In 
time this U O US might lose its 
novelty, but until it becomes more 
universally used it’s worth a trial 
when one is faced with the job of 
getting in a lot of small accounts. 





Essentials in Mastering 
Effective Correspondence. 


The secret of successful corre- 
spondence is no secret at all; it is 
embodied in a short word of four 
easily pronounced letters; namely, 
“W-O-R-K.” 

Just as work is the real founda- 
tion of success in other lines of en- 
deavor, so it is in the art of suc- 
cessful letter writing. This work 
must, however, be intelligent work. 
It must be planned. The laborer 
must know where he is going. The 
letter must be planned; the writer 
must know what he hopes to accom- 
plish before he starts out. Words 
are merely graphic symbols to con- 
vey thoughts. In order to produce 
results favorable to the writer, these 
symbols must be correctly chosen 
and used by a thinking mind. This 
is about all there is to successful 
letter writing. 
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Third Annual Convention of Missouri Sheet Metal 
Contractors’ Association Takes Place in Hotel 
Statler, St. Louis, Missouri, June 25— 

Much Good Work Accomplished. 


George E. Walters, Kansas City, Elected President—Seabrook Cites 
30 Cent Per $100 Payroll Reduction in Compensation Insurance 
Rate in Pennsylvania Brought About by Association Work. 


HE opening meeting of the 
Third Annual Convention of 
the Missouri Sheet Metal Contrac- 
tors’ Association was called to order 
in the Hotel Statler Monday after- 
noon, June 25, by President H. W. 
Symonds at 2 p. m. 
The minutes of the previous meet- 
ing, which was held at Joplin, Mis- 
souri, April 29, 1922, were read and 





H. W. Symonds. 
Retiring President. 


approved. President Symonds then 
reviewed the work carried on by the 
Association during the past year. 

Secretary Otto Scheske then read 
his report, which is as follows: 

Secretary Otto Scheske’s Report. 

Knowing that it is customary for 
the Secretary to make his annual re- 
port, I am pleased to submit the 
following, and hope it will meet 
with your approval. 

This Association was organized 
in the year of 1921, which we all 
know was a bad year for all busi- 
ness, but we survived. In 1922 we 


had our convention at Joplin, Mis- 


souri. The attendance there was 
very small and again things looked 
gloomy, but we still survived. Now 
we open our 1923 convention and 
there is no question but what we 
are going to make the Missouri 
State Association stack up with the 
rest of the State Associations. 

Every member and every officer 
has done his best to get new mem- 
bers, but for unaccountable reasons 
we have not succeeded. The Nationa! 
Association of Sheet Metal Contrac- 
tors, of which we and other State 
Associations are a part, start their 
convention tomorrow. I am sure 
they are interested in the future of 
the Missouri State and other State 
\ssociations, and I am going to ask 
this Association to propose to them 
that they engage the service of as 
many men as needed to solicit mem- 
bership in the different states, and 
it to be done as soon as possible. 

Gentlemen, | must say the State 
Associations are important factors 
for the future of the sheet metal in- 
dustry, and whatever time and effort 
are spent to assist them, you can 
feel sure it has gone for a good 
cause. We in the larger cities must 
not forget the man in the smaller 
town has his battle to fight the same 
as you have, and the only remedy 
that I can see for him is to have 
your State Associations, and there- 
fore I say Missouri must not fall 
down. 


The sheet metal industry is one 
of the fastest growing industries in 
the country today. There is more 
sheet metal used in the country to- 
day than ever before and there is no 
limit to its future. Therefore I 
say, the men engaged in the sheet 


metal business must grow with it, 
We must become bigger and better 
business men, and this can only be 
done through Association work, so 
we must get together, work with one 
another, exchange ideas and last, 
but not least, have confidence in each 
other; then you will find you are 
on the right track. 

Now I am going to ask each one 
of you to get busy and talk Asso- 
ciation with your competitor, get 
him to sign an application and send 
it in to your Secretary. Let us 
work hard, pull together and put 
the Missouri State Association on 
top. 








Otto E. Scheske. 
Retiring Secretary. 


Gentlemen, I assure you that this 
and the National Association are 
very glad to have you with us in St. 
Louis this week, and I do hope at 
the 1924 Missouri State Convention 
we will have three or four times the 
membership we have now. 

The report of the Treasurer, F. 
B. Higgins, indicated that the As- 


sociation was in a good financial 
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condition, and this report was fol- 
lowed by an invitation from Kansas 
City for the 1924 State Convention. 
The invitation was presented on 
behalf of the Kansas City Local As- 
sociation by Andrew Zahner, Kan- 
sas City, Missouri. 

The reports of the several city 
locals were then heard and favor- 
ably approved. 

The National Secretary, E. L. 
Seabrook, then spoke of the change 
coming into the National Associa- 
tion as regards the underlying asso- 
Originally it was a move 
Now it 
is from state into the organization 


ciation. 
from the local to a state. 


into locals in towns and cities. Mr. 
Seabrook stated that the State Asso- 
ciation is the connecting link, first, 
between individual members in 
various locals; secondly, between 
locals and individual members and 
the National Association. 

Mr. Seabrook also cited a case of 
compensation insurance rate in 
Pennsylvania which was reduced 30 
cents per $100 payroll, thus effect- 





J. B. Fehlig. 
Secretary. 


ing a saving to every Sheet Metal 
Contractor which amounted to much 
more than his membership fee. 

E. B. 
the Associated Missouri Industries 


Langenberg reported that 


is being reorganized into a consoli- 
dation with all similar bodies, under 
the name of Greater Missouri Asso- 
ciation. One of the purposes of the 
Association is to take care of mat- 
ters regarding legislation, etc. 
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The election of officers then fol- 
lowed and the results are given be- 
low: 

Election of Officers. 

President—George E. 
Kansas City, Missouri. 

First Vice-President—M. J. Mor- 
risson, Poplar Bluff. 

Second Vice-President—H. A. 
Naber, Springfield. 

Secretary—John B. Fehlig, Kan- 
sas City. 

Treasurer 
Louis. 

Sergeant-at-Arms — Julius 
ock, St. Louis. 

Directors Elected. 

One year—H. W. Symonds, St. 
Louis. 


Walters, 


Frank T. Bokern, St. 





Ger- 


Three years—E. B. Langenberg, 
St. Louis, and Andrew Zahner, 


Kansas City. 

Delegates to National Convention. 

The delegates selected to repre- 
sent the Association at the National 
Association Convention are as fol- 
lows: H. W. Symonds, St. Louis; 
H. A. Naber, Springfield, and FE. E. 
Miller, Kansas City. 

The 1924 convention will be held 
at Kansas City, and the 
Directors are to select and announce 
the date on which the convention 
will be held before January 1, 1924. 








Mail Order Houses and Chain 
Stores Make Showing Which Proves 
Business Is Still on Upgrade. 
The statistics of the two leading 
mail-order houses for the first quar- 
ter made a remarkably good show- 
ing with sales nearly 40 per cert 
above those of the corresponding 
three months of 1922. If the changes 
in prices since 1920 are taken int» 
account, the volume of mail-order 
sales are now running but little be- 
low those of three years ago. Farm- 
ers are said to have purchased freely 
of tractors, plows and pleasure cars. 
An even better report comes from 
located 
Four leading 


the leading chain stores 
mainly in the cities. 
five and ten cent systems for the 
first quarter of 1923 show an ag- 
gregate gain of 26% per cent or 
nearly $14,000,000 as compared with 
sales in the corresponding period 
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last year, heretofore the highest 
quarter year on record. 


According to the Federal Reserve 
Bank of New York there is a con- 
sistent and rapid growth in both 
wholesale and retail sales from year 
to year. In the case of retail sales 
by department stores the growth 
since 1919 has averaged about 7 per 
cent a year. This growth is more 
rapid than the rate of growth of the 
population in the cities represented 
and appears to indicate either that 
the department stores have absorbed 
trade formerly handled by smaller 
concerns, or else an increase in the 
per capita purchasing power. 








Notes and Queries 











Copper and Brass. ; 
From Hammond Sheet Metal Com- 
pany, Second and Cass Avenue, St. 

Louis, Missouri. 

Will you kindly inform us where 
we can buy 500 pounds of No. 32 
Is and S gauge brass 12, 14 or 16 
inches wide, and 14 or 16 ounce 
cold rolled copper, 36 inches wide, 
nickeled on one side? 

Ans.—Merchant and Evans Com- 
pany, 347 North Sheldon Street, 
Chicago, Illinois, and American 
srass Company, Kenosha, Wiscon- 
sin. C. G. Hussey and Company, 
212 North Jefferson Street, Chi- 
cago, Illinois, can supply the copper 
only. 


Butchers’ Splitting Saws and Beef 


f Trolleys. 

From John J. Walter, 104 West Main 
Street, New Albany, Indiana. 
Who makes butchers’ splitting 

saws? Also, please advice me 

where I can buy beef trolleys. 
Ans.—1. E. C. Atkins and Com- 
pany, Indiana, and 

Henry Disston and Sons Company, 

2. The 
5315 


Indianapolis, 


Philadelphia, Pennsylvania. 
Allbright - Nell 
Western Boulevard, and 
Paul J. Daemicke Company, 150 
West Lake Street ; both of Chicago, 
Illinois. 


“Bond” Ball Bearing Castings. 
From George Friederick, 3029 Belmont 
Avenue, Chicago, Illinois. 
Will you kindly inform me who 


Company, 
Avenue 


makes “Bond” ball bearing castings ? 

Ans.—Bond Foundry and Ma- 
chine Company, Manheim, Lancas- 
ter County, Pennsylvania. 
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cA-M-P! c.A-M-P! cA-M-P! The Boys Are M-a-r-ching 
~ from School to Summer Camp—Let's Sell "Em 
Their Camping Outfits ! 


Camping Accessory Window Display Arranged for Belcker & Loomis 
Hardware Company, Providznce, Rhode Island, by Howard C. Crabb. 


LMOST every one living in the 
city or suburbs has a strong 
desire to embark upon a camping 
tour during his or her summer vaca- 
tion. 
Whether the trip is made by mo- 


comfort during the summer outing. 

The accompanying half-tone illus- 
tration is that of a camp accessory 
window display arranged for the 
Belcher & Loomis Hardware Com- 


piny, 83-91 Weybosset Street, 


as though the car had been driven 
off the dusty road and into this pine 
grove, just the ideal spot to pitch 
the tent and eat that noonday lunch 
that had been packed in a camping 
outfit in the back seat of the car. 
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Profit-Producing Window Display of Belcher & Loomis Hardware Company, Providence, Rhode Island, made by 
Howard C. Crabb. Mr. Crabb won third prize in American Artisan and Hardware Record Window D’splay Competition 


tor, rail or canoe makes no differ- 
ence in the number of camping uten- 
sils needed for absolute comfort and 
convenience. 

Camping enthusiasts speak con- 
tinually of roughing it, but once in 
the store, they can be shown how a 
few little accessories add to their 


this year. 


Providence, Rhode Island, by How- 
ard C. Crabb. 

Mr. Crabb describes the display 
in the following manner: 

“As a camp window this was 
surely a perfect one! In the back- 
ground I had pine trees with grass 
on the floor, so as to make it appear 


A blanket was laid on the grass, 
with the dishes, etc., spread around 
on the blanket. 

“The car I made of beaver board, 
which brought out the thought I 
was after. This window is only six 
feet deep and twelve feet long, s0, 
of course, I could not get a real car 
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‘n, and this small car gave me more 
’ . . 
o show the camping necessi- 
es—which it did, and very well, 


room t 
ti 
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too, judging from the sale that were 
made while this window was on dis- 
play.” 


Fruit and Vegetable Preserving Time Brings 
Good Crop of Customers into the Store. 


Summer Months Offer Excellent Opportunity 
of Increasing Enameled Ware Sales—Groff. 


HE summer time is becoming 

a serious contender for the 
leadership of the seasons in biggest 
sales of kitchen utensils. House- 
furnishings and hardware men have 
about given up the old notion that 
a couple of weeks in spring and fall 


kitchen ware as any other—bigger, 
in many ways. 

The preserving season—and the 
call for enameled ware utensils used 
in preserving—extends all through 
the summer and fall. The dealer 
should therefore not be content with 
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other preserving 
every summer live dealers hit on 
some new profit-maker. 
big ideas have been developed in the 
past few years by those dealers who 
see ahead. Put briefly, they are: 

1. Encourage preserving and can- 
ning and you increase sales of equip- 
ment. 


equipment, and 


Two really 


2. Make your store of real help 
by making it the center of informa- 
tion and news on the subject and the 
woman will buy at your store. 

The best way to sell more pre- 
serving equipment is to “sell” 
women the idea of: preserving. 
More women can be encouraged to 
put up fruits and vegetables if you 














~ 


bala Taylan 


} 














[— 


Hl 


Why gE 








N 
































Mn Writ f 











<> tA 


x ~ 





Illustration Shows an Attractive Window Display Featuring Utensils Appropriate for and Preparatory to the Canning 


are the only times to give cooking 
utensils real prominence in selling. 
They know now that the seasons 
when the housewives are busiest are 
the seasons when their trade in 
housewares should be liveliest. And 
they know that preserving and can- 
ning time is as big a time for 





Season Can be Made with Enameled Ware. 


featuring preserving utensils and 
accessories only for a few days in 
July, say, but should run his cam- 
paign on these items right through 
from June to October. 

There are dozens of good ideas 
which have proved 
boosting sales of enameled ware and 


successful in 


point out to them through attractive 
and appetizing methods how good 
it is to have home-canned and pre- 
served fruits and vegetables during 
winter—also how easy it is to do it 
with the right utensils. - 

Encourage the idea of preserving 
and canning in every possible way 
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—through your displays, your ad- 
vertising material and your selling 
talk. Codperate with every move- 
ment in your community which pro- 
motes the idea—canning clubs, boys’ 
and girls’ garden clubs, exhibits at 
county fairs, ete. 

But those who have taken the lead 
in selling preserving equipment 
have gone further. They help their 
customers. They have available the 
latest recipes and methods. They 
keep in their stores copies of the cur- 
rent women’s magazines and farm 
journals which have numerous valu- 
able articles on the subject around 
this time of the year. They also 
have the government bulletins on 
canning and preserving, issued by 
the Department of Agriculture— 
these are generally free, while some 
of them cost but a few cents. 

They print recipes in their ads 
and in their circulars—recipes take 
up little space and may add a thou- 
sand per cent to the pulling power. 
They print special circulars in 
which they give recipes on one side 
and advertise the enameled ware 
preserving utensils and accessories 
on the other. These recipes, for 
most women, make the circulars 
almost “impossible to throw away.” 

There are certain groups of 
women in every town who are par- 
ticularly good prospects for preserv- 
ing equipment and the live dealer 
has built up mailing lists of these 
groups. They should receive spe- 
cial letters. 

(a) There are the women who 
are particularly proud of their pre- 
serving and canning and go in for 
it on a large scale every year. You 
can get their names from gossip, 
from the newspapers, from club 
lists, from lists of prize winners, etc. 

(b) Newlyweds of the past year 
and the new families arriving in the 
city. These probably have not 
enough equipment for preserving. 
Every store which makes an at- 
tempt at special lists, of course, 
keeps close track of the marriages 
in town. 

(c) Families which bought veg- 
etable seeds in the spring—these may 
likely want to put some of their 
stuff up. Such names as these are 
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valuable and should be noted. 

The contest is another strong way 
of attracting the women. This can 
be used in a number of ways, prizes 
being offered for the jars of jam, 
jelly and preserves which are 
judged to be the best. Attractive 
and appropriate prizes would be 
enameled ware kitchen utensils and 
outfits. To increase interest con- 
tests may be held for various classes 


—high school girls, newlyweds, 
grandmothers, etc. 
What enameled ware utensils 


should be featured at preserving 
time? One of the big points about 
this business is the wide range of 
utensils which are sold during this 
preserving kettles 
and “‘canners” to small pieces like 
funnels or spoons. The combina- 
tion idea has been found to be par- 
ticularly successful in boosting sales. 
Several attractive combinations at 
various prices are possible. And if 


season—from 


, 


you want to start off the season with 
a sale, combinations may be offered 
at a little lower price than the total 
prices of individual pieces. Here 
are four good combinations of en- 
ameled ware: 

Combination B 
Same as A and also 
Preserving kettle 

(large) 

Pitcher (2-quart) 


Combination A 
Preserving kettle 
(medium size) 
Colander 
Ladle 
Skimmer 
Long spoon 
Combination C Combination D 
Same as B and also Same as C and also 
Preserving kettle 
(small) 
Bowl (3-quart) 
Ladles (2) 
Skimmers (2) 
Long spoons (2) 


Rinsing pan 
Measuring cup 
Saucepans 
Jar sterilizer (or 
“canner” ) 
Dipper 
Fruit jar funnel 
Windows offer wonderful oppor- 
tunities during preserving season. 
Think of all the colorful and appe- 
tizing displays you can get out of 
fruits and vegetables and jars of 
preserves ! 
that the clever display man can have 
the real time of his life. 


It is in preserving time 


Bowls and 
bunches of glorious fruits, bright, 
mouth-watering jars of jelly, color- 
ful vegetables and neat enameled 
ware utensils—all can be combined 
into dozens of displays which no 
Even the 


woman can pass by. 
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smallest window can make a good 
showing. 

Use fruits and vegetables freely, 
Get your neighbor, the fruit man, 
to lend you some and put a “court. 
esy card” in the window advertising 
him. Use plenty of jars of pre- 
serves. If you have a contest, make 
a big display of the winning jars, 
giving names and addresses of the 
winners—and your window will be 
the talk of the town. Don’t be 
afraid to use vases of flowers— 
fresh if possible, artificial if neces. 
sary. And use bright flowered crepe 
paper for trimming and_back- 
grounds. 

And be sure to feature the com- 
binations of enameled ware, showing 
the actual utensils with strong ex- 
planatory posters and clear price 
cards. 

Have at ieast one window display 
on preserving Guring each month of 
the season. In your advertising 
and displays feature the fruits and 
vegetables which are plentiful in 
your town at the time. In general, 
the following should be played up: 


June July 
Strawberries Currants 
Rhubarb Raspberries 

Cherries 
Peas 
August September 
Peaches Pears 
Plums Crabapples 
Blackberries Quinces 


Tomatoes 
Corn 

ther popular fruits for preserv- 
ing are: Apricots, blueberries, cran- 
berries, dewberries, figs, gooseber- 
ries, grapes, huckleberries and pine- 
apples. 

Talk preserving in the store and 
let your salespeople talk it, too. 
Every woman who comes into the 
store should be reminded of her 
needs for preserving. The sales- 
people should, of course, know just 
what enameled ware is used and 
why it is needed for preserving— 
that is, because of its smooth, porce- 
lain-like surface which is not af- 
iected by acids in fruits and which 
produces clear-colored, full-flavored 
preserves. If a customer comes in 
fer one preserving utensil, the sales- 
people should know what else to 


suggest. And a few words like: 
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“Mrs. Jones is putting up a lot of 
blackberries this year,” tactfully 
brought in, will frequently lead to a 
sale. 

The accompanying illustration 
shows how an attractive window 
display on preserving can be made 
up in little time and with few uten- 
sils. Cover two boxes or round 
wooden platforms with crepe paper 
or material in a purple color, say. 
Trim the background with yellow- 
flowered crepe paper. On one plat- 
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form put a large tray of vegetables 
and in the middle a centerpiece or 
fruit holder with a nice assortment 
of fruit. On the other platform 
make a circular arrangement of 
jars, filled with preserves if possi- 
ble, and on these set a tray, a scale 
and some more fruit. On the shelf 
put more jars and jelly glasses— 
and vases with flowers. On the 
floor of the window arrange a good 
selection of enameled ware, as de- 
scribed, with appropriate acces- 


Cost of Distribution Is of Vital Importance to 
Hardware Trade, Says Noojin at Rich- 
mond Congress. 


Eliminate ‘‘Pork Barrel’’—Advertise Intelligently 
and Properly Determine Items Chargeable to Cost. 


HE cost oi distribution is of such 
import to the Hardware craft that 
if anything like a plausible solution of 
this vexing problem can be reached at 
this congress, then our Hardware asso- 
ciation will have performed the most 
constructive task of its entire existence. 
The cost of steel determines in a large 
measure the cost of hardware. When 
we see the ore that comes from the 
bowels of mother earth and then follow 
that same ore through the various proc- 
esses, until it comes back to us in nails, 
wire, planes, handsaws, etc., the unini- 
tiated cannot but wonder how on earth 
these finished products sell for such a 
figure, especially when figured on the per 
ton basis. 

After taking into consideration these 
items, however, I still believe that when 
it costs about 100 per cent to get an 
article in hardware from the manufac- 
turer to the consumer, that this is too 
much and the manufacturer, jobber or 
retailer, one or all, is charging too much 
commensurate with the service rendered. 

At the present time, which one of the 
three is profiteering? I am not attempt- 
ing to pass the buck, but a recent Con- 
gressional investigation revealed the fact 
that the retail hardware dealers were 
making but a small percentage of net 
profit, considering investment and _ serv- 
ices rendered. 

Eliminate “Pork Barrel.” 

If our government would handle our 
money in a businesslike way, then no 
criticism would occur as to the heavy 
taxation, municipal, state and national, 
the business man has to pay, which 
mounts up in our cost of doing business; 
but unfortunately the “pork barrel” is 
opened more for political expedience 
than for business reasons. 

Congress has been in session continu- 
ously for the past ten years. We have 
had proposed in the last sixteen years 


Excerpts of speech on “Some 
Wastes and Their Remedies,” deliv- 
ered at the Annual Congress of the 
National Retail Hardware Association, 
held in the Jefferson hotel, Richmond, 
Virginia, June 19 to 22, 1923. 





179,902 laws. It is estimated that dur- 
ing the same time more than 1,000,000 
new laws have been proposed by legis- 
latures of the forty-eight states—a great 
majority of them to regulate the life 
and business of the people. 

The jabber and manufacturer know 
best, probably, how to run their busi- 
ness, but it occurs to me that quite a 
saving could be affected if the loose- 
leaf pricing system would be adopted, 
which would eliminate about half of 
the traveling men on the road today. 

We have no fight with the traveling 
men, for we appreciate them and al- 
ways treat then with every courtesy and 
consideration, but as an actual fact, we 
buy less than 3 per cent of those that 
call on our firm. 

Adopting Loose-Leaf Pricing System. 

This would also result in saving a 
great deal of time for the merchant. 
Some days, we have had as many as 
sixteen to eighteen traveling men to call 
on us in one day and if you give thirty 
minutes average time to each, you can 
easily see how much of your time that 
day is taken up. With the present sys- 
tem, most of the buying is done by the 
retailer during business hours, when the 
details of his business are on his hands, 
or at any time the traveling man may 
drop in. The most intelligent buying 
is done, however, by the merchant after 
business hours. This is when the loose- 
leaf pricing system, kept up to date, 
would come in handy for the merchant. 

I hope the jobbers and manufacturers 
will consider this from a retailers view- 
point, as quite a little expense could be 
eliminated in this way; at least some 
phases of it, and volume not suffer ap- 
preciably. 

For instance three men from one house 
called on us in a body one day and 
the credit man was not in the crowd 
either. One sold the general line, one 
sold scissors and one sold automobile 
accessories. This seemed like a triple 
waste to me. <A _ paint manufacturer 
had three different men in my territory 
within a period of sixty days. Could 
not such instances as these be elminated? 
Advertising Must Be Carried on 
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Intelligently. 

In conclusion I would say that prob- 
ably the greatest waste in a retail hard- 
ware store, that could be remedied is, 
the lack of knowledge upon the part of 
the dealer in knowing how to advertise. 
We all recognize the fact that we should 
advertise and advertise intelligently, be- 
cause advertising is nothing more nor 
less than salesmanship on paper. 

It would pay every dealer to either 
associate himself with some advertising 
agency or give this feature a lot of close, 
intensive study. 

P. T. Barnum, the circus man, was 
the first big advertiser. Barnum was 
a wizard at psychology, the study of 
human nature. 

In 1834 he heard of Joyce Heath, 
alleged negro nurse of George Wash- 
ington. He bought her for $1,000.00, 
put her on exhibition and cleaned up 
a lot of money. His next venture, the 
American Museum in New York, ceased 
to be a failure the day Barnum bought 
it. He announced the museum had ac- 
quired a wooly horse, a white negro 
woman, a combination of fish and mon- 
key called the “Japanese Meremaid” and 
General Tom Thumb, famous dwarf. 
Did people flock to see these freaks? 
They did, 

The secret of Barnum’s success was 
simple. He intuitively caught the idea 
that the public will flock to see the 
unusual, 

Let us keep psychology and human na- 
ture in mind when we write our ads 
and then so much of the present day 
type of advertising cannot be classed as 
“waste.” 











| Coming Conventions 








Ohio Sheet Metal Contractors’ Asso- 
ciation, Hotel Gibson, Cincinnati, Ohio, 
July 17, 18 and 19, 1923. William Mil- 
ler, Secretary, Dayton, Ohio. 

Sheet Metal Contractors’ Association 
of Pennsylvania, Hotel Allen, Allen- 
town, Pennsylvania, July 26 and 27, 1923. 
W. F. Angermyer, Secretary, 714 Home- 
wood Avenue, Pittsburgh, Pennsylvania. 

The West Virginia Retail Hardware 
Association, Convention and Exhibit, 
Huntington, West Virginia, January 15 
to 18, 1924. James B. Carson, Secre- 
tary-Treasurer, 1001 Schwind Building, 
Dayton, Ohio. 

The Ohio Hardware Association, Con- 
vention and Exhibit, Cincinnati, Ohio, 
February 19 to 22, 1924. James B. Car- 
son, Secretary-Treasurer, 1001 Schwind 
Building, Dayton, Ohio. 








Retail Hardware Doings 














Minnesota. 

The Sjerdal hardware store stock at 
Ada has been sold to Charles O. Aasen 
of Parley. 

The Nagell Hardware Company pur- 
chased a lease on the double store at 
110-112 Seventh Street N. in the new 
Summer T. McNight Building, Minne- 
apolis, and have opened it with a com- 
plete hardware line. 

Pennsylvania. 

Loss estimated at $15,000 was caused 
by a fire which swept the second floor 
of the W. W. Welliver Hardware Store 
on Mill Street, Danville. 
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All-Furniture Show Week Window Display 





Which Proved the Inestimable Value 
of the Window as a Salesman 


Reidy Brothers & Flanegan, Cleveland, 
Ohio, Allow No Opportunities for Putting 
Their Windows to Work to Get Away. 


T HAS been and is being proved 
daily that the display 
properly made pays big dividends ; 


window 


it is the silent salesman who is at 
work before you get down to the 


The use of placards has been well 
employed and everything is in har- 
mony with the setting as a whole. 

To have placed a pan of biscuits 
upon the 


or a newly-baked cake 





Lorain Regulator Display Staged by Reidy Brothers & Flanegan, Cleveland, 
Ohio, During All Furniture Show Week. Note Extensive Use 
of Placards to Augment Display. 


store in the morning, remains on 
duty throughout the day without in- 
termission for lunch hour, and with 
total disregard for the six o'clock 
whistle at night. 

worth its 


Such a salesman is 


weight in gold, yet does each store 
owner take advantage of the oppor- 
tunity to secure the services of this 
all-efficient salesman ? 

There are few store owners to- 
day who can afford not to take the 
fullest advantage of every inch of 
display space which the store can 
produce. 

The accompanying — illustration 
shows how Reidy Brothers & Flan- 
egan, Cleveland, Ohio, decorated 
their window for the All-Furniture 
Show Week, 

The art of window decorating is 
a science which will merit a great 
deal of concentrated study. Note 
in the illustration where the empha- 


sis has been placed. 
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table would have added greatly to 
the pulling power of the window, 
but it is excellently worked out as 
it is at present. 








Stove No. F221 Omitted 
from Catalogue No. 119 of 
George M. Clark & Company. 


Announcement is made by the 
George M. Clark & Company, Dj. 
vision of American Stove Company, 
that stove No. F221 was inadver- 
tently omitted from their recently- 
catalogue No. 119. Upon 
making the discovery the company 
prepared a sheet covering the details 
of stove No. F221. This sheet can 
be had by writing the George M. 
Clark & Company, Division Ameri- 
can Stove Company, 179 North 
Michigan Avenue, Chicago. The 
leaf should be inserted between 
pages 26 and 27 of catalogue No. 
119. 


issued 





Being in the wrong occupation 
will not make a failure of you, he- 
cause if you have ambition and en- 
ergy, you will either get out and into 
the right occupation, or you will 
succeed in spite of adverse cond.- 


tions. 








More than Sixty Members of the Stove Salesmen’s Association of Pennsylvania 
Attended Annual Outing at Evergreen Farm House, Seven Miles 
from Philadelphia, June 16, 


1923. 
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Midyear Brings Business Atmosphere Charged with 


Doubt; Conflicting Factors Make Future 
Outlook Perplexing. 


Prices in Non-Ferrous Metals Continue Downward—Stock Ex- 


EAKNESS as 
stocks and bonds 


applied to 

has been 
pronounced in the financial market 
for the last two weeks or more. 
One reason for this condition is the 
housecleaning now going on in Wall 
Street and the other reason is the 
uncertainty of the present business 
outlook. 
checked by the large scale liquida- 


Outside buying has been 
tion in Wall Street of the weak 
houses. ‘There is, however, nothing 
wrong with the general financial sit- 
uation. 

Judged by reports of activity in 
the iron and steel trade, there is 
nothing to warrant the renewed 
swing downward in the stock mar- 
ket which has carried many securi- 
ties to their lowest level of the year. 
Full shipments of iron and steel are 
being made on contracts and that 
important 
have order books sufficiently large 
enough to insure a continuance of 


most of the producers 


present shippings until well into the 
last quarter of the year. 

There will be an advance of 10 
per cent in the price of registers 
after July 1, 1923. 
no advance in the price of fittings 


There will be 


for the present, but an increase in 
the near future is looked for. 
ePrices continued on a downward 
trend in the non-ferrous metals. 
The markets are extremely slow. 
Tin. 

The rally in tin inaugurated last 
week was checked again the latter 
part of this week, causing declines 
of 4% to % cent. 

There was no change in the situ- 
ation in New York. With only a 
day left in which to make June de- 
liveries, sellers are strong at 40.37% 
cents for Straits for spot and June, 
but there are no evidences of any 
short June interest to be covered. 





Straits ex steamers at dock not like- 
ly to make a June delivery is held at 
40.12% cents. 

More eagerness thai was the case 
a few days ago was shown to szil 
future. Straits shipments, and Ju‘y- 
August shipments offered at 39.8714 
cents and later 39.75 cents failed 
to find buyers. 
Copper. 

Business in the copper market is 
In the mar- 
ket outside of New York a weaker 


without improvement. 


tone prevailed, with prices about 4% 
cent lower. 

American electrolytic was offered 
at 14.62% cents f. o. b. refinery for 
prompt and July shipment, but third 
quarter position was held at 14.75 
cents refinery. 

Lead. 

The lead market was much easier 
than a few days ago, but, neverthe- 
less, the demand was light. 

Spot lead was freely offered at 
6.70 cents East St. Louis basis, and 
it is likely that even lower wou'd 
be accepted. 

Prior to the last reduction in the 
“basing price” to 7.00 cents New 
York the western market was com- 
peting for eastern business with the 
freight differential, and it seems 
probable to again reach the com- 
peting level which would be 6.05 
cents East St. Louis. 

Suying was slack, but the usual 
revival that comes with the first of 
each month is looked for next week. 

The quotation for prompt St. 
Louis is 6.72% cents; June, 6.72'4 


cents; July, 6.70 cents. 
Zinc. 


There was no demand for zinc 
from consumers, but buying was 
steadier on the part of dealers. 


Sales of Prime Western were re- 


change Failures Have Caused Increased Caution in Buying Policies. 


ported at 5.75 cents East St. Louis 
basis for prompt, and the same is 
bid for more. This bidding has 
had a steadying effect on the market, 
for the principal pressure to sell, 
which has been the cause of the 
decline, has been for prompt deliv- 
ery. 

Whether, however, the 
afforded can definitely sustain the 


support 


market in the absence of consuming 
demand is to be doubted. lor the 
time, nevertheless, the recession is 

checked. 
The East St. Louis price for June 
July, 5.77% 
5 8214 


on 


is 5.75 to 5.80 cents; 
to 5.821. 


to 5.87'% cents: 


August, 


‘s 


cents ; 


J 


September, 5.82% 


to 5.871% cents. 


Solder. 


Chicago warehouse prices on 
Warranted 
Commercial, 45-55, 


$23.00. 


solder are as follows: 
50-50, 27.25; 
$26.25, and Plumbers’, 
Bolts and Nuts. 

Prices are fairly firm on the basis 
of 50 and 10 per cent off for large 
machine bolts. 

Competition is most keen on riv- 
ets and while the going market lev- 
els still are 3.25 cents and 3.35 cents, 
base Pittsburgh, on structural and 
boiler rivets respectively, conces- 
sions of $1 or $2 per ton under that 
are offered for attractive orders. 

Smaller rivets are quotable at 60 
and 5 off, attractive tonnages carry- 
ing a discount of 60 and 10 per cent 
off. 

Tin Plate. 

The chief thing in the tin plate 
trade is the weather, which affects 
production. There is no tin plate 
buying of any consequence, while 
those who have bought want de'iv- 
eries as promptly as promised, if 
not earlier. 
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On account of conditions as to 
the supply of workmen it is impos- 
sible to put on any additional mills, 
and the production with the men 
who are on the payrolls depends on 
the weather. 

On the hottest days production 
has been 10 to 15 per cent under 
normal, in proportion to the number 
of mills nominally in operation. In 
some cases the crews lay off and 
turns are lost, in other cases the 
men work out the turn but do not 
move fast enough to get out normal 
tonnage. By the combination 10 to 
15 per cent of the tonnage is lost. 

In the circumstances the dullness 
as to demand does not affect the 
strength of the market a particle. 
The mills are all firm on the $5.50 
quotation. Probably a buyer for 
‘arly delivery would find much dif- 
ficulty in placing an order, but it 
does not follow that he would be 
able to place an order any more eas- 
ily by bidding $5.75. As the aver- 
age buyer is indisposed to pay over 
$5.50 this is purely theoretical. 
Sheets. 

In many cases it has been impos- 
sible to keep hot mill men at work 
and operations are 10 to 12 per cent 
lower than formerly. This condi- 
tion will continue to a greater or 
less extent throughout the summer 
and it is doubted if the general aver- 
age of operations will exceed 80 
per cent until September or Oc- 
tober. 

Prices are fairly well established, 
although concessions in black sheets, 
while not traceable here, are re- 
ported available in other sections; 
hence the market continues quotable 
at 3.75 cents to 3.85 cents, base 
Pittsburgh. 

Galvanized sheets remain firm at 
5.00 cents and blue annealed at 3.00 
cents to 3.25 cents. 

Full finished 
still are quoted at 5.35 cents to 5.70 
cents, and while the majority of 
sheet suspensions are confined to 
this grade, this is due to the fact 
that sizes for the new automobile 
models to come out in July have not 


automobile sheets 


as yet been decided upon. 
Diemakers and builders of auto 
bodies are working night and day. 








One shop in Philadelphia is em- 
ploying 1,400 to 1,500 diemakers 
outside of its own force in order 
to catch up. 


Old Metals. 


Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $21.00 to $21.50; 
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old iron axles, $27.00 to $27.59. 
steel springs, $22.00 to $22.50; No, 
1 wrought iron, $15.50 to $16.00: 
No. 1 cast, $18.50 to $19.00, af 
per net tons. Prices for non-ferroys 
metals are quoted as follows, per 
pounds: 
light brass, 5 cents ; lead, 414 


Light copper, 914 cents ; 
cents ; 


zinc, 3% cents; and cast aluminum 


15 cents. 


Further Delays in Pig Iron Buying; Prices Con- 
tinue to Soften; Melters Not Sure of Volume 
Experienced the Second Quarter. 


Prospective Demand Is Out of Line with Present 
Production—Soundings by Buyers More Prevalent. 


ANEUVERING of pig iron 
producers and consumers for 
market advantage continues, 

The volume of inquiry and buying 
is better, though not liberal. 

Quiet sounding of conditions by 
buyers is more prevalent. 

Prices still soften. They are $1 
lower at Chicago and 50 cents down 
at Pittsburgh and in the east. The 
offering of iron at $25 Birming- 
ham by smaller producers has not 
broken the southern market. The 
larger sellers still ask $27, although 
$26 has been named. 

Miscellaneous proposals involve 
much tonnage. There is an en- 
quiry for 24,000 tons of steel for 
the Hetch Hetchy aqueduct. 

An 83-mile pipe line is under ne- 
gotiation at Cleveland. The week’s 
general contracts included a 4,500- 
ton approach for vehicular tunnel 
at New York. 

The most striking feature of the 
pig iron situation as it presents it- 
self to some observers today is the 
great contrast between the record 
rate of production recently regis- 
tered and the continuing low volume 
Although there has 
been a slight increase in activity in 
the market for third quarter re- 
quirements, the orders on books for 
that period do not amount to much 
more than two months’ output at 
the current rate of blast furnace 

Shipments have been heavy all 
through the second quarter, and iron 


of new sales. 


has been going directly into manu- 
factured products urgently needed. 
Toward the close of June, however, 
it has become apparent that certain 
melters would not be able to use all 
the tonnage they contracted to take 
before July 1, and piling of iron 
began at some furnace yards. The 
fact that the price of iron has been 
receding does not account for de- 
ferring of higher 
priced iron, as melters would rather 


shipments of 


be in a position to use high priced 
iron than low priced; nor does the 
reported labor shortage in some dis- 
tricts fully explain it. The more 
general cause for the dull period 
in the pig iron market is that melt- 
ers are not yet convinced of a con- 
tinuation of the volume of business 
they experienced in the second quar- 
ter. 

It is obvious, either that pig iron 
production will be slowed down con- 
siderably in the near future, or that 
melters will have to buy soon and 
in larger volume if they want to 
keep running at their present rate. 
Prospective demand is out of line 
with present production, but this 
does not mean that the former will 
have to move up entirely, or that 
the other will have to come all the 
way down. It is more likely that 
both will move toward a satisfac- 
tory plane; that there will be a more 
balanced state of affairs all around. 
This will mean good business for 
both consumers and producers. 
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Built for Permanence 


The dealer who sells the Sunbeam Line can offer his 
customers a furnace built for permanence. 


Today, when the home owner or home builder buys a 
furnace he wants to know how long it will Jast-——- what kind 
of service it will be giving ten, fifteen years from now. Han- 
dling the Sunbeam Furnace you can answer such questions 
to your customers’ complete satisfaction. You can easily show 
them that the Sunbeam—-Pipe or Pipeless—is a furnace that 
will give long years of trouble-free, economical heating service. 


‘4 


You can, for instance, point to 
the fact that every Sunbeam cast- 
ing is made of “‘Sunbeametal,” a 
newly developed furnace metal of 
extraordinary strength and dur- 
ability. 

Or again, you can call attention 
to the Sunbeam’s unusually large 
air-passing spaces. You can show 
how these over-size Sunbeam air 
passages provide a large volume 
of properly warmed air at a steady 
rate of circulation instead of a 
small volume of very hot air at 





Boston Atlanta Cleveland 


WARM- 


high velocity—a Sunbeam feature 
that lessens the possibility of 
damage to the furnace through 
over-heating. 


Because it is a furnace with a 
longer life, the Sunbeam is prov- 
ing an easy, rapid seller in the 
hands of progressive furnace 
dealers all over the country. 
Why not get your share of this 
highly profitable Sunbéam Busi- 
ness? Take the first step today. 
Write for the Sunbeam Dealer 
Proposition Book. No obligation. 


THE FOX FURNACE COMPANY, Elyria, Ohio 


Chicago 


Denver San Francisco 






TING 


SUNBEAM 
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The Fox Furnace Company 








Current Hardware and Metal Prices. 





AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly, 








PIG IRON. 

Chicago Foundry. . 32 00 

Southern Fdy. No. 
iy 33 01 

i Sup. Char- 
9256S SC00 08 36 65 
Malleabie Seeecese 32 00 

. FIRST quarry BRIGHT 
T PLATES. 
Per Box 
Ic 14x20 112 sheets $12 45 
Ix ON 14 05 
Ixx 14x20 56 sheets 17 57 
IxXxx Serr 18 12 
IxXxxxX Bec cececesece 65 
Ic 20x28 112 sheets 27 50 
IX errr 29 85 
Ixx 20x28 66 sheets 16 15 
IxXxxX rer 17 20 
IXxXxXX er 18 25 
TERNE PLATES. 

Per Box 
IC 20x28, 40-lb. 112 sheets $25 60 
IX 20x28, 40-lb. “ ~ 28 60 
IC 20x28, 30-lb. “ ane 21 80 
IX 20x28, 30-lb. “ 0 24 70 
IC 20x28, 25-lb. “ “ 20 80 
IX. 20x28, 25-lb. “ ss 23 70 
IC 20x28, 20-lb. “ sie 18 30 
IV 20x28, 20-lb. “ ” 21 15 
IC 20x28, 15-lb. “ - 17 05 
IC 20x28, 12-lb. “ see 15 75 
IC 20x28, 8-lb. “ = 14 05 


COKE PLATES. 


Cokes, 80 Ibs., base, 20x28.$14 05 
Cokes, 90 Ibs., base, 20x28. 14 30 
Cokes, 100 Ibs., base, 20x28. 14 65 
Cokes, 107 lbs., base, IC 

Sean hone ibaa 15 10 
Cekes, 135 Ibs. base, IX 

SE 66s Coen we. 6gnb Os 17 15 
Cokes, 155 Ibs. base, 56 

DL sinnnneehe-s4eesees 9 30 
Cokes, 175 Ibs. base, 56 

DD Atcecebeus'sesddones 10 10 
Cokes, 195 Ibs. base, 56 

BEE) st s0ecuscenasscees 10 95 

BLUE ANNEALED SHEETS. 
BE ssesscncces per 100 lbs. $4 00 


ONE PASS COLD ROLLED 
BLACK. 


per 100 lbs. $5 00 
--per100 lbs. 4 85 





..-Per 100 Ibs. 4 90 

--Perl100 Ibs. 4 95 

per100 lbs. 5 00 

per 100 lbs. 5 10 

GALVANIZED. 

Bs BBs nateasense Per 100 Ibs. $5 60 

ee - eee per100 lbs. 5 75 

eS | | eee per 100 lbs. 56 90 

i: Wceceehene’ per 100 lbs. 5 96 

So ane per 100 lbs. 6 20 

SS aes per 100 lbs. 6 35 

Sek kedtenesead per100 lbs. 6 85 

BAR SOLDER. 

Warranted. 

are per100 lbs. 27 25 
Commercial. 

Ee  wssedeue per100 lbs. 26 25 

Plumbers ....per100 lbs. 23 00 

“ZINC. 
Dt EE dtd dwavadsnade esas 5 78 


SHEET ZINC. 
Cask lots, stock, 100 Ibs... 11 00 
11 


Less than cask lots, 100 Ibs. 50 
BRASS. 
ere ee 19%\%ec 
Tubing, seamless, base..... 25%ec 
Tubing, brazed, base........ 28%c 
ee ee 194c 
COPPER. 

Sheets, Chicago base........ 23%c 
I a ante 2% it wigiech icdabee 23c 
Tubing, seamless, base...... 27¢ 

Wire, No. 9 & 10 B. & S. Ga., 
EE re tee 22%c 
Wire, No. 11 B. & S. Ga...22c 
LEAD. 
pT ae ee 6 65 
MN ($4646 660 see ee Qeneuw needa 7 75 
Sheet. 
Full Coils..... per 100 Ibs. 10 75 
Cut Coils..... per 100 Ibs. 11 75 
TIN. 
. -.: eee per 100 lbs. 39 90 
Be cccvesac per 100 Ibs. 40 90 


HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR HEATER 


FITTINGS AND ACCES- 
SORIES. 
ADZES. 
Coopers’. 
Barton’s ....ce-ees sceewen Net 
WETS ccccccccccscvccsees Net 
AMMUNITION. 
Shells, Loaded, Peters. 
Loaded with Black Powder 18% 


Loaded with Smokeless 


POWGOP ccccccccecs coccecdB® 
Winchester. 
Smokeless Repeater 
DE, eiecsseebans ---20 & 4% 
Smokeless Leader 
BPRS Tre ---20 & 4% 
Black ‘Powder rer F FS 
U. M. C. 
Nitro Club ...ccccceee 20 & 4% 
BIUOW  cccccccece 20 & 4% 
BPO GOED cccccvcccess 120 & 4% 
Gun Wads—per 1000. 
Winchester’ 7- 8 gauge 10&7%% 
9-10 gauge 10&7%% 
- 11-28 gauge 10&47%% 
ASBESTOS. 
Paper up to 1/16....... 6c per Ib. 
Rollboard .....+..+. 6%c per Ib. 


Millboard 3/32 to %.... 
Corrugated Paper Os 
sq. ft. to roll)....$6.00 per roll 


AUGERS. 
Boring Machine.......... 40&10% 
Carpenter’s Nut .........+0+: 50% 
Hollow. 
Stearns, No. 4, doz......... $11 50 
Post Hole. 

Iwan’s Post Hole and we ass 
Vaughan’s, 4 to 9 in.....$15 6 
AXES. 

First Quality, Single 


Bitted (unhandled, 3 to 

S Te BOP BOB. coccccecss $14 00 
Good Quality, Single 

Bitted, same welgnt, Lodi 


GOR, ceccccesecese ° 3 00 
BARS, CROW 

Steel, 4 ft., 10 Ib...... cocoee. 
Steel, & ft.. 18 IW.ceccecces 1 40 
Pinch bars, 

5 Bene BE Brcccccvececces 1 60 

BARS, WRECKING. 
WV. @ BR. MO BWaeecvecsvceess $0 34 
Vo & RB NO. Be cccccsecece 43 
We Ge BA BOM Gees ccccccecess 0 57 
7. ae Ek Be  eceesctneees 0 48 
We Ge Be BR Gee ce cvceseses 0 63 
BITS. 


All Vaughan and Bushnell. 
Screw Driver, No. 30, each $ 27 
Screw Driver, No. 1, each 16 


Reamer, No. 80, each... 41 
Reamer, No. 100 each... 41 
Countersink, No, 13, each.. 20 
Countersink, Nos, 14-15 each 27 


BLADES, SAW. 
Atkins 30-in. 





per 6 40 26 
$8 90 $9 45 $5 40 
BLOCKS. 
 «2s0ceeneocsedncneees 45% 
PNR 60 40660060600000u00 ed" 45% 
BLOW TORCHES (See Firepots) 
BOA 
Stove. 
26x26, wood aye. 
28x28, vs 
30x30, sag es 
26x26, paper lined.. 
28x2 ws ~ wan 
30x30, “ 
Wash. 
No. 760, Banner Globe 
OS rer per doz. $5 25 
No. 652, Banner Globe 
(single) ....... erdoz. 6 75 
No. 801, Brass ing, 
cnene enn teesee per doz. 26 
No. 860, Single—Plain 
ee ee eer 6 25 


BOLTS. 
Carriage, Machine, etc. 
Carriage, cut thread, %x6 
and sizes smaller and 
SMOTOer .cccce ee * 
Carriage sizes, larger and 
smaller and shorter....40-5% 
Machine, %x4 and sizes 
smaller and shorter......50 
Machine, sizes larger and 
longer than %x4...... oe 10% 
Ree soecene ° 0-5% 
BRACES, RATCHET 
V. & B. No. 444 8 in....... $4 64 
V. & B. No. 2223 8 in..... << ae 
Vv. &@ BD Be BR S tt. cee ~~ ae 
V. & B. No. S Wises cree 3 02 
BURRS. 
Copper Burrs only.......... 30% 
BUTTS. 
Steel, antique copper or dull 
brass finish—case lots— 
$3455 %—per dozen pairs $3 48 
OEE cece 74 
Heavy Bevel steel inside 
sets, case lots— 
cveneeneee< per dozen sets 8 00 
Steel bit ned front door 
SOtS, CRCM cccccccccesecs 2 00 
Wrought brass bit keyed 
front door sets, each.... 4 00 
Cylinder oom door sets, 
DRG 6ecvcbcccoenesecess 8 50 
CARRIERS. 
Hay. 
Diamond, ae... an net 
Diamond, Sling.. ° 


CATCHERS, GRASS. 


Wire frame, adjustable bot- 
tom, white duck, for 12” 
to 16” mowers, dozen. 9 00 
Same kind for 16” to 20”. 10 50 


CEMENT, FURNACE. 
American Seal, : Ib. cans, net$ 45 


b. cans, “ 90 

- - 28 lb. cans, “* 2 00 

Asbestos, 5 Ib. cans wi 5 

POSSER. cc ccccees per 100 Ibs. 7 61 

CHAINS. 

Proof Coil, %” 100 Ibs..... $ 9 75 

Amercain Coil ........... 40-10% 
a ae Cow Welded Ties 

No. 00, 4%, per doz...... 3 00 


CHIMNEY TOPS. 
a Complete Rev. & 


ee eee ee 


en 0% 
Iwan’s Iron Mountain only..35% 
CHISELS. 


%in.,each $0 26 
% in., each 41 


Cold. 
V. & B. No. 25, 
V. & B. No. 25, 


Biynand Rat, 
Vv. & B. 


No. 55, % Im...... 0 31 
V. & B. No. 55, % in Lemeee 0 48 
Firmer Bevelled 
Round Nose. 

Vv. & B. No. 65, % Iin..... 0 29 
V. & B. No. 65, % In..... 0 40 
Socket Firmer. 

Cape. 
V. & B. No. 50, % in..... 0 31 
V. & B. No. 50, % in..... 0 57 


CHUCKS, DRILL. 


Goodell’s, for Goodell’s Screw 
Drivers ...... List less 35-40% 
Yankee, for Yankee Screw 
ear $ 
CLAMPS. 
Adjustable. 
PT Te ee --30% 
Bee, GE GOW. cc cccccsccacs 20% 
No. 100, Door (Stearns) 
WE seteaverdeceseneense $22 00 
Carpenters’. 


Steel Bar..List price plus 20% 
Cassfage Makers’. 
2%-inch 


Sherman's brass, %-inch 





CLIPPERS. 
Bett (Careius). 
ee cic eee 
DO D 60000806 tbeeeesnceee 4 26 
CLIPS. 
Damper. 
Acme, with tail pieces, 
per doz. 1 26 
_ * Rivet “tail “pieces, 
Non Rivet Glips.....222:: 3 
Hame ..... Sneed 608b5046 6 
COPPERS—Soldering. 


; Pointed Roofing. 
Ib. and heavier....per lb. 40¢ 
Ib. = 46c¢ 


iecndeeedes S000 wis 
1% Eecstssvensnsscees » He 
Vo ee coer pausasee 60c 
No. 7 Std. per doz. banks. o 80 
No. 8 2 60 
COUPLINGS, HOSE. 
Brass..... coccccceePOr dos. $2 36 
CUT-OFFS 
Standard gauge ............. 35% 
7? Stn cheenceksebaave © ++ 20% 


Kuehn’s Korrekt Kutoffs: 


Galv., plain, reund or cor. rd. 
Standard gauge .....:.... 40% 
26 gauge ...... eveevencess 10% 
DAMPERS, STOVE PIPE. 
Diamond. 
GEMM cocccccces per doz. $1 65 
Cast “‘American.” 
TRON PEP GOB. cc ccccces $1 55 
TY eee NaeR One 2 26 
> = Y © eaphdousne 3 56 
9 * - ag te ere 5 30 
= joa T Soba eenent 6 60 
in - * Segawa’ 8 00 
Chee 
7 inch, each vhienene® coocen & 
Cons eeeineees 1 25 
9 - we 6pebbneeeetwes 1 60 
10 - - peaeeenes cove 3 
12 “ © segbinnsenens 2 25 
Se Se ‘n66deeeas senses 40-10% 
DIGGERS. . 
Post Hole. 
Iwan’s Split Handle 
(Eureka) 


4-ft. Handle...per doz. $14 00 


7-ft. Handle...perdoz. 36 00 
Iwan’s Hercules pattern, 
Sar Gee ae6denseseeec es 14 90 


DRILLS. 
Vv. & B. Star, 12-inch Eength, 


%, 6/16 and %, each -$ 26 
The GRO ccccccceces Seeeee 36 
Ze —_ pececceccceseecece 54 
1K. enesoeesusecoese $1 
Vv. & B. , pe-Snen Leage, 
5/16 and %, each....... 33 
» GBB ccccccecccoccccce 45 
GREE cccocee $S0GSC CR CvC 69 
1%, Dt bece6eeessee% exe 1 05 
, EAVES TROUGH 
NY  acunneneeesdeeseencees 
Galv. Crimpedge, crated. ..70-5% 


ELBOWS—Conductor Pipe. 


Galvanized Steel, Tin and Terne 
Plain Round or Round Coeregase? 


2 to 6 inch, Std. gauge . 0% 
2 to 6 inch, 26 gauge ......40% 
2 to 6 inch, 24 gauge....... 19% 

DE srntcetcehaaemenee wus 

> Sa plain or corrugated, round 
Crimp, Std. gauge......... 60% 
26 Gauge Std. gauge....... 40% 
24 Gauge a gees baneee 10% 

Square Corrugat 
Standard gauge ........... 45% 
ff eer 30% 
DE {ist etitceank one908 
Standard gauge ........... 45% 
See eeanerree 30% 


Portico Elbows. 
Standard Gauge Conductor Pipe, 
Plain or corrugated. 
De CE cigsbkees e's 70 &5% 
ff ear 70 & 5% 


ELBOWS—Stove Pipe. 
1-piece Corrugated. Uniform. 
ts) 


56-inch 
6-inch 
7-inch 
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Metal Roofing Coming Back Strong 











STANDING SEAM COPPER ROOF 
on Residence of MR. C. I. DINGFELDER, BOGOTA, N. J. 
HERMAN M. SOHN, ARCHITECT 


HE present noticeable swing back 

to the metal roof is proof that 
people are spending their money with 
an eye to getting their money’s worth. 
They have watched other roofs, per- 
haps experimented themselves, and 
have come to realize that the best roof 
is the metal roof. 


Copper is the most profitable metal 
roofing for you to sell. Your mechanics 
put their best work into it, and the job 
looks so good and wears so well that 
more Copper roofing jobs come right 
in to you with very little selling work 
on your part. 


Another reason for specializing in 
Copper roofing is the big educational 
campaign now appearing in the 64 
leading newspapers of the country; 
the Copper advertising in the popular 
magazines, and the tremendous 
amount of Copper selling literature 


(Sign exactly as you wish it imprinted on booklet) 


Name 


being mailed to property owners at 
their own request. 


To meet the demand of roofing con- 
tractors, we have just reprinted the 
book, ‘‘Copper, the Ideal Roof.’’ This 
little book, furnished free, has helped 
sell a lot of Copper roofing. 


Order as many as you can use to 
mail to your prospects. We print your 
name and address on them, FREE. 


— 






The only sure way to 
keep the public sold on 
metal roofing is by using 
good materials. Copper is 
the best bet of the sheet 
Let us 
help you sell copper. Fill 
out the convenient coupon. 


metal contractor. 


COPPER & BRASS 


RESEARCH ASSOCIATION 


2s Broadway - New York 


COPPER & BRASS RESEARCH ASSOCIATION, 25 BROADWAY, NEW YORK 


Please send, for distribution to home owners and home builders... 
imprinted as follows: 





Lah anh SUG SEES GANGES END GUNN GOED GN GRIND SERED SENEED SLED CRED GUNEED GENE CRENEED ERD GERD ED SERED NED CaN cED Wee emi 


AA 


copies of “Copper, the Ideal Roof” with my name 





Street Number 





City 
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Uniform, Collar Adjustable, 


OZ. 
S-inch ..... ceccecoesvocenceee OF 
GRE peccccccccsccccccosos OS OO 
T-finch ...ccee agn0neenegnend- are 


WOOD FACES—50% off list. 


FENCE. 
Field Fence ....cceceeeceee BO 
wn TT pngeeceeeotes «+ +58% 


FILES AND RASPS. 


Heller's (Arw-rican)........65-5% 
Amenenn DAteheeste een omen 65-5% 
eeereoteees 60 & 10 
Blaek *piamena iénseneaue sete 
Great Western ......... 60 & 10% 
Kearney & Foot........ soa te: 4 
McClellan ..... seevenae 60216 
Dh nésonnnackess -. 60-10% 
EEE Seseeccvcéoncesesene 60% 
FIRE POTS. 
Ashton Mfg. Co 


Co aR line 
repots and Terches...52% 


Otto Bernz Ce. 
Ne. 1 Furn. Gasolene with 
No. B Fu sbield, 1 gal.....$ 6 756 
Furn. Kerosene, 


Ne. ie Brazier, Kerosene 

or Gasolene, 16 ais... 47 62 

No. & seven, Gasolene or 
eresen Bocccce coe F OB 

“> 83 Torch, asolene, 1 
WG. 600001000000 . & 40 

No 86 Torch, Gasolene, ‘i 
Be. cecvesceecscccecesce 4 06 


Clayton & Lambert's. 
East of west boundary line of 
Province of Manitoba, Canada, 
No. Dakota, So. Dakota, Ne- 
braska, ates, Oklahoma, Am- 
gettte, San Angele and ao 


Ree eee eee eee eee ee) 


Tex 
West « ef above boundary line. 48 


Geo. W. Diener Mfg. Co. Ea. 
No. 02 Gasolene Torch, 1 


OE,  ncsatetes veacceess 5 65 
No. 0260, Kerosene or 

Gasolene Torch, 1 qt... 7 50 
No. 10 Tinners’ Furn 

Square tank, 1 gal..... 12 60 
No. 15 Tinners’ Furn. 

Round tank, 1 gal. 12 00 
No. 21 Gas Soldering 

| ae IRE pip 3 60 
No. 110 Automatic Ges 

Soldering Furnace .... 10 50 


Double Blast Mfg. Co. 
Gasolene, Nos. 26 and 35...60% 
@uick Meal Stove Ce. 


Vesuvius, F.O.B. St. Louis 30% 
(Bxtra Disct. for large 
quantities) 


FREEZERS—ICE CREAM. 
Peerless and Alaska 


7 Me e6seseseeosccnoes $2 95 
7 ME cecenececeeus eoee 8 45 
© GE o66ecscesusesoess @ OO 
White Mountain 
Dn cctaceteeeesdkead $3 60 
DE 0666600666008 coco © 
ff eee 5 70 


GALVANIZED WARE. 
a (Competition), 8-qt...$2 . 8 


Pi” dtsceveketaaeenedaee 
16: 46e ewes ance dene H 75 
BEM: 664 6060:46000066008 -. 8 00 

Wee ee eee 7 256 
a ce Aida gs ial ik a 8 90 
No D Se eatdsdadeeceeatecs 9 25 
GARAGE DOOR HARDWARE. 
BE Sécecenspaae Pere ee All net 
GAUGES. 
Marking, Mortise, etc....... Nets 
Wire. 
DY cidtiusednannened 25% 
GIMLETS. 


BDISSOURE oc ccccss 55% and 10% 


eee ee ee ee 


3 & 85%, 
Deubte’ Strength, A, all sizes 84% 
GREASE, AXLE. 


Tie tins 36 te =, 


evesene socoeee 6 
sf” tina, 24 te case, 7 8 
5-Id. tins, 12 to case, 

acbeenseeees 20 


per case cooce .F 
10-}d. tins, per ae 10 40 
16-IbD. tins, per dozen. 13 86 
36-lb. tins, per dezen.... 19 86 

















HAMMERS, HANDLED. 
All V. and B. Each, net 


Blacksmiths’ Hand, Ne. @, 
EE .ecccececocsccccoeveeen OO 

Engineers’ No. 1, 26-08..... 1 00 

Farrier’s, No. 7, 7-08.......- 93 


Machinists’, No. 1, 7-02..... 78 


Nall. 
Veaogiem, Ne. 41, 20-os. 4 
Vanadium, Ne. “G1, 16-ox., 
DE .csc00seens 20eenees 
Vv. et Be No. 11%, 16-os 


oocese o4 
Garden City, Ne. ii %, 16- 
CHie CREM cccccccccccces 7 
Tinner’s Riveting, He. 1, 8- 
CBin GRE cccccccsccccccces $3 
Shoe, Steel, No. 1, 18-0z., 
DD - Gedcesec0boscoeeoeete 66 


Taek. ccccccccces 
Magnetic. 
No. 6, 4-oz., each...... 72 


HAMMERS, MEAVY. 


a RE wees PUTT TTT TTT}. 
Mason’ 
Single and Double Face... .50% 
HANDLES. 
Axe. 
Hickory, No. 1....per doz. 3 00 
Hickory, Ne. 2.... “ 4 00 
lst quality, second growth 6 00 
Special white, 2nd growth 4 60 
Chisel. 
Hickory, Tanged, Firmer 
Assorted ......+- er doz. 65c 
Hickory, Socket, irmer, 
Assorted ........ per dez. 70c 
WRBc occccccccecces per doz. $1 20 
Hammer and Hatchet. 
Me. 1 per GOS.......s-s00% $0 90 
Second growth hickory, 
BOP GOB. ccocvcccccesesece 1 40 
Soldering. 
PP GE, ‘scscccteccocecese $2 40 
HANGERS. 


Conductor Pipe. 
Milcor Perfection Wire....25% 


Eaves Trough. 

Steel hanger@ ........+s+55- 30% 
Triple Twist wire......... oR 
Milcor Eclipse Wire...... + 30a 
Milcor Triplex Wire...... cece 


Milcor Milwaukee Bxtension.15% 
Milocor Steel (galv. after a 17 





ing) List plus..........- 2%% 

Milcor Selfiock B. T. Wire, 
ee SEED bCesndenscetncesd 40% 

HASPS. 
Hinge, Wrought, with staples, Net 
HATCHETS. 

Vv. and B. Supersteel. Each 
Broad, No. 1, 24-o0z...... $1 43 
Broad, No. 8, 33-os...... 1 78 
Half, No. 1, 16-oz.. ss Fl 
Half, No. 8, 27-oz.. e 3 ST 
Claw, No. 1, 19-oz.. e+e 1 81 
Claw, No. 2, 26-oz........ 1 87 
Flooring, No. 1, 20-02... 1 43 
Flooring, No. 3, 24-o2..... 1 60 
Shingling, No. 1, 17-oz.... 1 20 
anne. No. 2, 28-os.. 1 26 

Lathing, No. 1, 14-0z..... 1 20 
Lathing, No. 2, 17-oz.. 1 265 
Vanadium Steel. 

Half, No. 62, 22-oz....... $1 82 
Underhill Pattern Sane, 
D COU, BOB. ccccccccecs 2 29 
HINGES. 


Heavy Strap, in Bundles. 
4 inch, dozen DIB... eeeeee meg | 12 


eewae ° 57 
6 vad 7 © occa 1 93 
8 = was  sexeees «- 3 96 
Extra Heavy T in Bundles. 
4 inch, dozen DIB... +46 ee 74 
eceve cooe 1:86 
6 ” ” gceaweene 2 31 
8 ” ” csenuwess 3 95 
HOES. 
DD s00664480ne5000ss%aaa0 Net 
HOOKS. 
Bex. 
Vv. and B. No. 9, each....$0 26 
Conducter. 


SepGucter Hooks ......20-10% 
“Direct “Drive” Wrou: “hi 
Iron for wood or brick 15% 


Cotton. 


Vv. and B. No. 8, each... 24 


AND HARDWARE 
Vv. and B. Ne. 1, each.. 


each .... ° 
wand Bi. No. * 38, 


Vv. and B. No. 2, per gro. 
Butchers’ “8.” 


Sad. 
Genuine Mrs. Potts, atenet 


<a ioe No. 100, per set. 
= OA Corner, doz. sets $3 ge 
OB 


Beet Topping. 
CigSe, “— Scimitar masa. 
oz. es 


eee eee eee neeee 


Beewess Handles, 
Beeshweok Handles, 7-1 
BOMBS cccccoccocccesoses 


Beech wood Handles, 
blade 


Cooper’s Hoop. 


eee eee eee eens 


Barton’s Carpenters’ 


Iwan’s Solid Socket 

OMCNO cccccccccccccccces 
Iwan’s Sickle Edge A 
Iwan’s Imp’d Serrated....25% 


Beech Handles 
der’ 


feed doz. $s 00 
2 00 


8c 
aac with Sheit, ree ie. 
xL -84c 


eee eee eee ennee 


See a t aatoene No. 6 


eee eee eee eee ee ed 


Tere ee eee eee ee ee ee 


LEATHER BELTING. 
From No, 1 Oak Tanned —., 


LEATHER LACING. 

Cut, strictly No. 1..... 

Disston, No. 28 A 
N 


ae = aetpete 
24-26 in., each.... 
28-30 in., each.... 


RECORD June 30, 1933 


LIFTERS. 7 


Stove 
Cpbpered s..... per ,8TO. % " 


No. 60 Bt ‘ r 
le earn’s.. 
No. 86 = » fos. 1 % 


MALLETS. 
Ca ters’. 
Fibre Head No. & per dos. $12 
‘ a. ° F it 
Reund Hickory “ 
eeevees per dez. $3 00— § 9% 
Tinners’. 
BIGMOTY 2c cc cccees per des.$2 2% 
MATS. 
Devatt al Ri 5&1 
ation eee 
Acme Steel Flexible ey 
MITRES. 


Galvanized steel mitres, and 
caps, end proces, outlets... + O% 

BERET coccccecccceseceonis 

Galv. one plece “stamped. 40% 


MOPS. 

Cotton, Star (Cut Ends). 
Pounds 12’ 16’ 18 24/.3.9, 
Per doz. $4 00 435 6 60 7 6 

Enterprise ..cccccceeese sel 

POPREE scccccccevccccccs 60 21 


Cement Coated. 
Ee? ED cc cccecessepes 2 3 
Horseshoe. 


Ausable 
Capewell 
Perfect 





NETTING, POULTRY. 
“—Saae before weav- 


09 00ebegeceesoscooess 45-10% 
po EY after weav- 
Mee  “csucaeducsdeesendaceosanan 15% 
NIPPERS. 
Nall Guiting. 
Vv. & B, MD. Be. cccccocveud 18¢ 
Double Duty. 
Vo & Be. WO. GO. ccccccccccs ite 
Hoof. 
Gotere tadtmeiataae 40 & 19% 
. & B. No. 63, each...... 
NOZZLES. 

M agic eee -Per doz. a} 60 
Diamond ........ 6 16 
OILERS. 

Chase Pattern. 
Brass and Copper......... 16 
Zinc Plated .......... 40 4&5 
— 
sidecases aceieomnaneg. skal 204 65% 
Coppered 9snsdesnenred 6045% 
Steel. 
Copper Plated ........ 70 & 5% 
OPENERS. 
Delmonico ...... per dos. $1 36 
Never Slip........ ed ty 
Crate. 


Vv. & B...per dez. $7 25-11 0¢ 
PAILS. 


u 
enendd per des. 11 0 
20-qt. “without Gouge. 


2ebecennestbous per dez. 11 76 
Sap. 
10-qt., IC Tin....per dez. $4 00 
120" o “ pe Ty 5 ee 
Stock. 
Galv. 16 ph) 
Per doz. wT) 146 16 76 is 1 14 
Water. a 
|e te. 16 
Per doz. Ss 1s ste 7% 
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PAPER. 
Per Square. 


Best grade, slate surf. prepd. $2 00 
Best talc’ surfaced......... 2 26 
Medium tale surfaced...... 1 60 
Light tale surfaced........ © 95 
Red Rosin Sheathing, per ton 75 00 


PARERS. 
Apple. 
Goodell’s ....... per doz. $10 80 
Turntable ....... - 11 40 
White Mountain.. = 8 40 
Reading No. 78.. - 11 40 
PICKS. 

Contractors ..scceesseescees 40% 
Raliread .....cecccscc.+-60 & 5% 
PINCERBS. 

All V. & B. 
Carpenters’, cast steel, 
Ne...... 6 & 10 12 
Bach $048 $052 $061 $0 71 
Blacksmiths’, No. 10........$0 64 
PINS. 
Clothes. 
Common, per box of 6 gro. $0 95 
Conductor. ’ 
“Interlock” Galvanized. 
Crated and nested (all 
BAUZES) 2. eeeeeeee -60-THR 
Crated and not nested 
(all gauges) ........60-2%% 


Square Spougnes A and B and 
Octago 


29 Geuse” eyerrryrer 
SB -* _ ccccccocceocceoseee 
SE _pacctcucececesaceee 
BE ccc ccc cc cccccse OOClOG 


“Interlock.” 
Crated and nested (all 


Metal, Genuine O. H. 
more Metal and Keystone C. B. 
on application. 

Steve. Per 100 joints. 


26 uge, 6 inch EB. C. 
nested ee 00 


6 inch E. C. 
sevccsceccee 24 6D 


26 eauee. 7 inch E. C. 
sted ...... ccccscoscoce 29 OO 


os aanee, 6 inch E. C. 
MONTE cccceccccccencccce: 16 @ 


28 gauge, 6 inch EB. C. 
nested ........+- enceccots, Oe OF 


28 gauge, a 4 
MOSSE ccccgeccccpecscesce AFT CO 


30 gauge. 5 — a. & 
nested 


de ERuee. 
ted 


30 gauge, 6 
nested 
3@ gauge, 7 q 
BHEEOE cccsccccscvsncse -- 16 00 
T-Joint Made up, 
GE gccccesces 
Furnace Pipe. 
Deshie Wall Pipe and 
PICtUINGS occcveccccccccce cf 
alate Wr't Pipe, Round 
Pipe Fittings .......+.++-40% 
Galvanized and Back 
Iron Pipe, Shoes, etc... 


-40% 

Mileor, galvanized.........40% 
PLANES. 

Stanley Iron Bench.......... Net 
PLIERS. 

(Vv. & B.) 

Net, Ne. 8, each........... $2 60 
OP. ee ee Gk. 0.6 40.0205 64 
Mer 86, eneR.cccccccces 69 

Gas, No. 17, each........ eee 55 
>. TEs FR MOOR. cccccccess 61 
«¢ §6©Ne. 18, each...... eves 87 

Crimping. 
No. 36, aaperes. (keneee 64 

Button’s Pattern. 

No. 6 each.......... peene 61 

Ne. 8 @ACR..cccccccrvvecs 74 

Double Duty, No. 106...... 60 
POINTS, GLAZIEBS’. 


No. 1, 2 and 3..per doz. pkgs. ¢65c 


POKERS, STOVE. 


Wr't Steel, str’t or 7 
er doz. $0 75 


eer eereweereeeee 


Nickel Plated, coil” 


handles ......... = 110 








POKERS, FURNACE. 


WeGh « cccdicccccccevocccsec ge 
PULLEYS. 
Awning—Jap’d .......--+++5- 10% 
Clothes Line ..........----- --10% 

Hay Fork. 
Iron Wheel, 6-in..per doz. $2 50 
Wood Wheel, 6-in. = 3 65 
Wood Wheel, 6-in. 
pass knot ..... ” 3 60 
Sash. 
COMMOR ccccccccccccccccc cat 


Common-Sense, 2-in........Net 
Empire Pattern, 2-in.......Net 
ED lovcacvesseececcosesseue 
Steel cvcccccccc ees 


Furnace Regulator, doz. lots, 


eeeeeeeeree 


SOF GOR cccovceccccosecees) © 
PUMPS. 

Spray. 
Midget Junior....per doz. $3 75 
New Misty....... - € 00 
Crescent .......- - 6 60 

PUNCHES. 
Machine. Each. 


Vv. & B., No. 11-183, 1%x6..$0 19 

Vv. & B., No. 90, %x9..... 27 

Vv. & B., No. 10, %x10.... 29 

V. & B., Ne. 1-6, %xé.... 12 
Center. 

Vv. & B., No. 
Belt. 

Vv. & B., No. 

Vv. & B., No. 

Vv. & B., No. 


50, %x4.....$0 14 


101-103..... -$0 24 
108-109...... 88 
25, ass’t..... 3 80 


PUTTY. 


Commercial Putty, 100-Ib. 
Kits ..cccce eegecesoneesodee OS 


QUADRANTS. 
Malleable Iron Damper...... 10% 


RAKES. 
Garden. Per doz. 


Steel, Bow, 12-inch Teeth $8 50 

Steel, Bow, 14-inch “ 9 36 

Malleable Iron, 12-in. “ 4 75 

Malleable Iron, 14-in. “ 6 00 
Hay. 

Wood, 10 Teeth......... .-$4 00 


Lawn, 

BO -DWOGR. cc cccees per doz. $5 50 
RAZORS—SAFETY. 
GEIR. icccccseec per doz. $45 00 
Auto Strop ....... ss 45 00 
GO. weccrcccace ” 8 40 
Gem (3 doz. lots) . - 8 00 
Every Ready ..... “s 8 40 
Ever Ready (3 dz. lots) “ 8 00 
RAZORS STRAIGHT. 
RAZOR STROPS. 

Star (Honing) ...... cbeceses 50% 
FLOOR REGISTERS AND 
BORDERS. 

CRORE BOOM cccccsccccccccsoses 30% 
Steel and Semi-Steel.........40% 
Baseboard ......... eeeeeenns 40% 

Adjustable Ceiling 
WEMCEOOND § cccceccsccccces 40% 
Register Faces—Cast and Steel 


Japanned, Bronzed and Plated, 
4x6 to 14x14 40% 
Large Register Faces—Cast, 
14x14 to 38x42.......02+++-65% 


Large Register Faces—Steel, 
14x14 to 38x42.............685% 
REGULATORS. 
T. & B. Furnace.............40% 
RIDGE ROLL. 
Galvanized. 
BE cceeessccesce eseeesees 
Plain, crated nerireme es | 
Plain, bundled ........ 0-5-2%% 
RIVETS. 
Tubular. 
Nos. 1 and 2 assorted eines, 
60 im box..........d0z. § Th. 
Nos. 1 and 2 assorted ov 
10 in box..........doz. .1 40 
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BOPE. 


Cotton. 


” 5-16 in. and larger, 
* r ib . .50c to 60c 


nat 
lst Quality, base 14%c to 16%c 
NO. 8 cccccccccceeLB8HC tO 1806 


Manila. 
ist Quality standard 
brands ........18%c to 20%c 
eeseeelTo to18% 


per Ib. 17%c 


No. 3 
Hardware Grade, 


SAWS. 


No. 3, 
No. 2, 
= No. 7, 
= No. 2, 
ia No. 7, 
= No. 7, 
= No. 7. 


Compass. 
Atkins 2, 10-in.....$ & 
” No. 10, 16-in. 5 
” Blades, No. 2,10-in. 8 25 
“ No. 2,10-in. 3 
Cress-Cut. 
Atkins No. 221, 4 ft...... 
= No. 221, 6-ft...... 4 45 
- No. 221, 8-ft...... 6 07 


Hand. 
Copper Burrs only..... aanaacie 80% 
7 No. 96, 20-in...... 
Hand and Rip. 
Atkins No. 84, 20-in...... 
No. 64, 26-in...... 24 40 
es No. 68, 16-in...... 18 10 
- No. 63, 20-in...... 22 90 
= No. 63, 24-in...... 26 60 
sa No. 63, 28-in...... 31 45 
a No. 58, 80-in...... 34 15 
Keyhole. 
Atkins No. 1, complete... $3 10 
” No. 2, complete... % 70 
Miter Box. 
Atkins No. 1, 4x20...... $32 65 
- No. 1, 5x22...... 38 00 


Butchers’. 
Atkins SOG. cosas $12 75 

= 18-in...... 14 80 
16-in...... 16 85 
22-in...... 15 92 
20-in...... 18 05 
24-in...... 20 20 
28-in...... 22 35 


No. 


at No. 1, 6x22...... 42 20 
Pruning. 
Atkins No. 20, 12-in.... $ 8 45 
” No. 10, 16-in.... 18 15 
Wood. 
Dias We. BWB.cccccccex $719 


” No. 818......++6,. 8 15 


sad No. 906.......... 15 50 
sey We. 8BGD. ccccce -. 16 56 
SCRAPERS. 
Box. 
No. 6, six blades each.... 25c 
Hog. 
Be. BG, GRR cccccccccvccecs 25c 
Floor (Stearns). 

Ne. 10. ench.......-0. -.-$11 50 
SCREEN DOOR HINGES. 
Geet WOR seve. --..-8ross $13 00 
a ares _ 9 50 
SCREWS. 
Jack.........-.Standard List 45% 

gimlet pointed...........50-5% 

gimlet pointed.......... 40-10% 
Wood. 

FP. BH. Bright .ccccccccces SOG 

BR. TE. BNE cccceccccecccs 78% 

FH. TE. Bee ccccces coeveceett® 

WP. HE. Brees .ccces Seeenees 16% 

TR. TR. TUGED  cccccccccccccs 74% 
Sheet Metal. 

No. 7, 4x %,. per gross.$0 55 


No. 10, %x3/16, per gross. 76 
No. 14, %x %, per gross. 90 


SCREW DRIVERS. 

Uncle Sam Standard Head. 
3 inches, each...........$ 45 
5 inches, each........... 63 
8 inches, each........... 68 
12 inches, each.........-+ 1 02 


Uncle Sam Insulated Head. 


3 inches, each...........$ 49 
6 inches, each......++++- 67 
8 inches, each..........- 76 
12 inches, each.......-.-. 114 
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Nall. 
Vv. & B. 
No. 100, in cardboard 
DOXES 2.6 eee eee ee MOR, $1 & 
No. 100, in wooden boxes, 
steseeersesseeeess Gem f ts 
No. 30, assorted.....dez. gy 
No. 6, in cardboard. verse 
No. 6, in weoden Mi... . 
Sere eeereeessces, GOR 1 gy 
Rivet. 
Vv. & B. 
POSMOTM oe ctecccccccces $0 19 
WEE BB vcccccccccccus eu 
i Pec stecesccstaal Ot 
Saw. 
Atkins No. 10....per doz. 3 rT) 
* No. 18.... oe a 
SHEARS. 
Per Dos. 
Mieke! Plated, Straight, 6” $12 9 
re ” ™ 14% 
o o 8” 16 rT) 
Japanned, Straight ....6" 11 9% 
ct = soe” 19 49 
"= -+-8” 18 86 
SHEAVES, SLIDING DOOR. 
Common. 
DED acnvee 3 * 
Per set ......$1 40 175 2 4 
Hatfield’s. 
Per set $1 80 210 2 75 25 
SHINGLES. 
Per Square 
a $18 00 
SHOES. 


Milcor. 
Galv. Std. Gauge, Plain or 
corg. round flat erimp...66% 
26 gauge round flat crimp. .46% 
24 gauge round flat crimp. .16% 


Square Corrugated. 


Standard gauge ....... ++ 2 48% 
BE GED wis cbc ccccceccoee 
I" pe ctinesecawds eee 80% 


SHOVELS AND SPADES. 
Coal. 


Hubbard's. 
No. A B c D 
1 $16 00 15 10 1445 18 70 
2 16 36 15 60 14 85 1410 
3 16 76 16 00 16 26 14 4 
4 1710 16 85 16 60 14 8% 
Post Drains & Ditching. 
Hubbard's. 
Size A B c 
14” ......$17 15 $16 40 $15 66 
16” ...... 17 60 16 75 16 06 
18” 17 85 1710 16 8 
17 46 16 70 
17 80 17 06 


eeeeee 


SKATES. 
Roiler. 


Ball Bearing—Boys’ 
Ball Bearing—Girls’ 


SNAPS, HARNESS. 
Covered Spring .. Add 30% 
Judd’s Pattern Add 88 1-6% to list 


SNATHS, 
Double Ring Bush..per doz. $9 75 
Patent Loop, Grass sts 8 15 
Patent Loop, Bush. - 16 0 


Clover Leak .cccccccces 40 & 10% 





0 Say 40 & 10% 
Star 
Milcor 


SPRINGS, DOOR. 
Perfect. 


Miiecs-8 8 .4 8 6 
Per doz. 45c 50c S8c 65c 300 90c 
Reliance. 
Light Medium Heavy 
Per doz...$1 80 2 40 3 
Torrey’s ...per doz. 1 66 

















June 30, 1923 AMERICAN ARTISAN AND HARDWARE RECORD 





Illustrations show elbows of all angles from 10 to 90°- 
Note how close each cluster of elbows hugs the walls- 


Use short angle elbows to get around sills, 
cornice mouldings and all other projections, 
thus preventing the commonly 
known soldered break in the pipe. 

By using combinations of this 
kind, soldering is not necessary 
as elbows fit into each other 
very snug and the small opening 
at the joints will permit sewer 
gases to escape, thus increasing 
the life of the entire spout. 

These elbows are made 
in all designs and your 
dimensions can 
be arranged 
right on the 
job. 





> 

, . < 

Ix: ch Ma 7M 
TRA DE MARK 


ae 





This Emblem 


THE FERDINAND DIECKMANN COMPANY 
P. 0. Station B Cincinnati, Ohio 








74 
SQUARES. 

Steel and Iron............ .. Net 
(Add for bluing, $3.00 per doz. net) 
BY écecccccseses ‘ iin 
Dt . onccacmiahee es nen : e 
Try and Bevel..... jneeecses 
fry and Mitre..........-- aa 

Fox’s ooucsiet ane. $6 00 

Winterbottom’ B cccoes .+-10% 

STAPLES. 
Blind. 

Barbed ...cccess per lb. 21@22c 
Butter, Tub....... “ 16@19c 
Fence— 

Polished ...... per 100 Ibs. $5 45 

Galvanized - 6 15 
Netting. 

Galvanized ...per 100 lbs. $6 54 
Wrought. 


Wrought Staples, Hasps and 
Staples, Hasps, Hooks and 


Staples, and Hooks yy 
Staples PRC EE | & 
Extra heavy .....e+-+++++-835% 
STONES. 
Axe. 
Sindostan .... per lb. New Nets 
More Grite ‘ ™ * 
Washita ....... 7 sa 
Emery. 
No. 136......-. per adoz. New Nets 
0il—Mounted. 
Arkansas Hard 
No. cocceoDPOr doz. New Nets 


Arkansas Soft. 
Washita No, 717 


Oil—Unmounted. 


Arkansas Hard per. Ib. New Nets 


Arkansas Soft. 

Lily White. . 
Queer Creek... 
Washita 


Scythe. 
Black Diamond per 
Creseent 
Green Mountain 
LaMolle ...... - 


“oe 


STOPS, BENCH. 
No. Lng Morrill pat- 


gro. New Nets 
ae . 


COTM. cccoccecoecs per doz. $11 00 
= it Stearns pat- 
Saad aia ls - 10 00 
No. “is “Smith pat- 

BOR iccsccsceces ” 7 00 
STOPPERS, FLUE. 
GOUAMAOR .ccccece --.per doz. $1 10 
Gem, No. 1.... “i 1 10 
Gem, flat, No. 3 ™ 1 00 
STRETCHERS. 

Carpet. 
Bullard’s ........per doz. $3 90 
Excelsior ........ - 6 25 
Malleable Iron.... - 70 
Perfection ....... - 6 30 
SE Gives esieuse " 4 60 
Wire. 
O. S. Elwood, No. 1 per doz. Nets 
Oo. S. Elwood, No. 2, 
SWIVELS. 

Malleable Iron......per Ib. $0 10 
Wrought Steel......pergro. 4 60 
TACKS. 

Bill Posters’: 6-oz. 25-lb. boxes 
(aera wae 
Upholsterers’ 6-oz., 25-Ib. 
DOMSR,. MOF WD.ccccccccces -15%c 


TAPES, MEASURING. 
Asses’ Skin 


THERMOMETERS 


--List & 40% 


Tin Case. - per, doz. 80c > Ss 
Wood Backs $2 00 12 30 
ee 12 00 
TIES. 
Bale. 
Single Loop, carload 
eee, et 5& 7% 
Single Loop, less than 
Gi GEO Saceane cas --70 &15% 
TRAPS. 
Mouse and Rat. Per Gross. 


Sure Catch Mouse Traps.$ 2 10 

Vim Mouse Traps....... 2 10 

Short Stop Mouse Traps. 1 80 
Wood Choker Mouse 

Traps, 4 hole.......... 10 26 

Per Doz. 

Sure Catch Rat Traps. ++ 0 +4 


Dead Easy Rat Traps.. 


Baskets. 
Packed in One Bushel Band Stave 
List per Bushel. 
Catch Mouse Traps 
$ 5 25 


7 ‘Traps 


Sure 


(360 Traps.). 4 60 
Sure Catch Rat Traps” (64 

leer 3 60 
Short PStop "Rat Traps (64 

Traps) (tive senenss « 82S 


Assorted Mouse and Rat Traps. 
List adh - ee 
Sure Catch (216 Mou 
Traps and 26 Rat Traps) $4 90 
Short Stop (216 Mouse 
Traps and 26 Rat Traps) 4 25 


TROWELS. 

Cement. 
Atkins No. 6. 
No. 9 


TWINE. 
White Cotton. 
Eureka, 4-ply... 
Jute. 
3-ply and 6-ply Bale Lots 22%c 


VALLEY. 
BINGOE  cocccscesecescoes 
Galv. formed or roll.... 
VISES. 
No. 700 Hand, 


Inches oa 5 b% 
Doz. weed 13 ee 14 85 
in 15 


.-Per lb. 30c 


150-7% % 


eeeee 


No. ous 


D 13 00 16 70 
No. i Genuine Wentworth, 
Noiseless Saw...per doz. 9 25 
No. 3, Genuine Wentworth, 
Noiseless Saw....per doz. 12 75 
No. 500, All Steel Folding 
Saw socccccc ccc Gee 16 OO 
WASHERS. 
Over % in. repent Sate 
rer 100 Ibs....... -$6 25 
fron and Steel. 
In. 5/16 % 5& % 
10%ce 9%e THe 7T%C7 2/5ec 


WEATHER STRIPS. 
—— Stitehed. 


in., per 100 ft.. oncage 
% in., per 100 ft....... ° 20 
Wood and Felt. 
2 ie Me Be Dic wcaoene $1 56 
7 Gh. COP BOS Bhicccccvss 1 56 
WEDGES. 
Ax. Per Doz. Nets. 
ree «+eeee--per lb. Nets 
Pe <tvevnsenaus -perlb. 8%c 
WEIGHTS. 
EERE CR --Per lb. Nets 
Sash—f. o. b. Chicago 
Smaller lots, per 
Smaller lots, per ton..... $50 00 
WHEEL BARROWS. 
Common Wood Tray........$3 00 
Steel Tray, Sepemean. «++ 4 60 
Steel leg, garden........ 5 00 
WHEELS. 
Carborundum .............+-50% 
BRETT cccccccce deecenas 0000 60% 
Well, Ins...... 1 


8 10 2 
Per doz.......$5 50 725 8 60 
12-in. heavy hoisting, 


OOP GE scaccceeevsees $25 00 
WIRE. 
Plain annealed =, No. 8 
per Me 40806900008 ..-$3 70 
Galvanized. barb "wire, per 
Bee Tah cescces cscae 6 WH 
Wire cloth—black ” painted, 
12-mesh, per 100 sq. ft... 2 35 
Cattle Wire—galvanized 
catch welght spool, 
ee wee Be ssaccesas 
Galvanized Hog Wire, 80 “rod 
epoel, POF GHOCEl...cccccee 98 
Galvanized plain wire, No. 9, 
Sf | eer 16 
WOOD FACES. 
50% off list. 
WRENCHES. 
Coes Steel Handle, 6-in..40-10% 
ea me = 8-in. .40-10% 


“ “ “ 


Coes Knife-Handle, 





8-in "40-10% 

* ” o 10+In. .40-10% 

4 “4 3 12-in. .40-10% 
Coes All Patterns......... 40-10% 

WRINGERS. 

No. 790, Guarantee per doz. $49 50 
No. 770, Bicycle ... 47 00 
No. 670, Domestic. . ca 43 50 
No. 110, Brighton... 2 39 00 
No. 750, Guarantee.. me 51 00 
No. 740, Bicycle.... es 48 60 
No. 22, Pioneer.... - 35 60 
No. 2, Superb.... ” 25 60 
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Elbows, Conductor Pipe, 
Eave Trough, Etc. 


The superiority of Lupton’s 
Products has been established on 
the solid basis of quality. 


Lupton’s Elbows are machine made, 
in one piece; hence they never vary in 
size, girth or shape. A replacement is 
as easy to do as a new job. 


The conductor pipe is made full 
girth, with an ample seam that is tight- 
ly locked and sets flat on the back of 
the pipe. 

There’s no obstruction in the bead 
of Lupton’s Eave Trough: the connec- 
tion is easily made. 


The use of Lupton’s Products saves 
time and labor and produces abetter job. 


Made from Armco Iron, Toncan 
Metal, Horse Head Zinc, galvanized 
steel and copper. 


Order from your Jobber or write for 
our new catalogue and list prices. 


David Lupton’s Sons Company 


Allegheny Avenue and Tulip Street 
Philadelphia 














HARDWARE RECORD 


“Handiest Necessity” 


John M. Jansen is one of us, he runs 
against the same problems as the 
majority of sheet metal workers and 
here’s how he solved his soldering 
problem. 


“I have tried Kester Acid-Core Wire 
Solder on different jobs in repairing 
tinware, soldering conductor pipe, 
eaves trough and also used it in the 
shop. It is very handy in the shop. 
It is one of the most handy neces- 
sities that is on the market.” 


Follow his suggestion—write us for 
a sample to try on your own work. 


‘ 





Sold everywhere by live dealers in one pound coils, in 
cartons, and on one, five and ten pound spools 





Manufacturers 
CHICAGO SOLDER COMPANY 
4241 Wrightwood Avenue, Chicago 


Direct Factory Representatives: 


THE FAUCETTE HUSTON CoO. 
Chattanooga, Tenn. 


LOUIS J. ZIESEL CO. RICHARD F. ELY 
216 Market St. 66 W. Broadway 
San Francisco, Cal. New York City 


KESTER 


cAcid Gre WIRE SOLDER 


(ENLARGED PHANTOM STANDARD SIZE /8 INCH DIAMETER) 





Requires Only}teat 








a | 


vl 
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CLASSIFIED INDEX 





Ball Ties 


American Stee! & Wire Co., 
Chicago, Il. 


Boits—Stove. 


Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Brakes—Cornice. 
Dreis & Krump Mfg. Ce., 
Chicago, IIl. 
Maplewood Machinery Co., 
Chicago, Ii. 


Brass and Copper. 


American Brass Co., 

Waterbury, Conn. 
Hussey & Co., C. G., 
Pittsburgh, Pa. 


Copper & Brass Research Ass'n, 
New York, N. Y. 


Merchant & Evans Co. 
Philadelphia, Pa. 


Builders’ Hardware 
Bullard & Gormley, Chicago, Il. 


Cans—Garbage. 


Osborn Co., The J. M. & L. 
Cleveland, Sito 


Castings—Malleable. 
Fanner Mfg. Co., Cleveland, Ohio 


Ceilings— Metal. 
Burten Co., W. J., Detroit, Mich. 


Friedley-Voshardt Ce., 
Chicago, IIl. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Chaplets. 


Fanner Mfg. Co.. Cleveland, Ohio 


Coal Chutes. 


Majestic Co., Huntington, Ind. 


Cores—Auto Radiator. 
Zarco Mfg. Co., New York, N. Y. 


Cornices. 
Burton Co., W. J., Detroit, Mich. 
Friedley-Voshardt Co. 
Chicago, Iii. 


Milwaukee Corrageies Co., 


ilwaukee, Wis. 


Cut-Offe—Rain Water. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Sullivan-Geiger Co. 
Indianapolis, Ind. 


Eaves Trough. 
Berger Bros. Co., 
Philadelphia, Pa. 
Burton Co., The W. J., 
Detroit, Mich. 
Clark-Smith Hardware Co., 
Peoria, Ill. 


Lupton’s Sons Co., David 
Philadelphia, Pa. 

Milwaukee Corrugating Co., 
Milwaukee, Wis. 


New Jersey ome. Co., The, 
New York, N. Y. 


Elbows and Shoes—Conductor. 
American Rolling Mill Co 
‘siddletown, Ohio 
Ferdinand 
Cincinnati, Ohio 
Lupton’s Sons Co., David, 
Philadelphia, 
Milwaukee Corrugating Co., 
Milwaukee. Wis. 


Dieckmann Co., 


Pa. 





Enamel Ware. 
Lalance & Grosjean be 


Enamels—Wo0d. 
Cornish & Co., J. B., Chicago, Il. 
Federal Varnish Ce., Chicago, II. 


Fence Gates. 


American Steel & Wire Co., 
Chicago, Ill. 


Fenders. 


Co., Fred J., 


Meyers Mfg. 
Hamilton, 


Ohio 


Heller Bros. Co., Newark, N. J. 


Furnace Fans. 


Goneywell Heating Specialties Co., 
Wabash, Ind. 


Furnace Rings. 


Walworth Run Fdy. Co., 
Cleveland, Caio 


Furnaces—Warm Air. 


American Furnace Co. 
St. Louis, Mo. 


Brillion Iron Works, 
’Brillion, 
Dunning Heating Supply Co., 
Milwaukee, Wis. 

Steel Furnace Co., 

Cc ~~ Tl. 

Farquhar Furnace Co. Th 
Wil mingten. Ohio 


Forest City Fdy. Mfg. Co., 
chevaiane, Ohio 


Elyria, Ohio 


Wis. 


Excelsior 


Fox Furnace Co., 


Hall-Neal Furnace Co. 
Indianapolis, Ind. 


Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 


Henry Furnace & Fdy. Co., 
Cleveland, Ohio 


Hero Furnace Co., Sycamore, IIl. 


Hess-Snyder Co., Massillon, Ohio 
Homer Furnace Co., 

Coldwater, Mich. 
International Heater Co., 

Utica, N. Y. 

Kruse Co., Indianapolis, Ind. 
Lamneck Co., W. E., 

Columbus, Ohio 


Lennox Furnace Co., 
Marshalltown, Iowa 


Majestic Co., Huntington, Ind. 
Meyer Furnace Co., Peoria, Il. 
Michigan Steve Co., The 
Detroit, 
& Furnace Co., 
Monroe, 
Mt. Vernon Furnace & Mfg. Co. 
Mt. Vernon, m. 
Quick Furnace & b Supply. y Co., 
oines, Iowa 
Red Front Furnace & Supply Co., 
Chicago, III. 


Mich. 


Monroe Fdy. 
Mich. 


Scheible-Moncrief Heater Co., 
Cleveland, Ohio 


Schwab & Sons Co., R. J., 
Mi lwaukee, Wis. 


Standard Furnace & Supp!y Co., 
Omaha, Nebraska 


St. Clair Foundry Corporation, 
Belleville, Il. 


Success Heater $ Mfg. Co., 
Des Moines, Iowa 


Thatcher Furnace Co. 
Chicago, Tl. 


Utica Heater Co., Utica, N. Y. 


Waterman-Waterbury Co., 
Minneapolis, Minn. 


Wise Furnace Co., Akron, Ohio 


Garages—Metal. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Guards—Fire. 
Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 
Handles—Boiler. 
Berger Bros. Co., 
Philadelphia, Pa. 


Co., 
hicago, Ill. 
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Hangers—Eaves Trough. 


Milwaukee Corrugating Co., 
Mi lwaukee, Wis. 


Heaters—Combination Hot Water. 
Melbye Bros. Co., Chieago, Il. 


Heaters—School Room. 
Haynes-Langenberg 2 Co., 
St. Louis, 


Mo. 
Hero Furnace Co., Sycamore, IIl. 
Meyer Furnace Co., Peoria, Ill. 


Monroe Fdy. & Furnace Co., 
Monroe, Mich. 


Standard Furnace & Supply Co., 


Omaha, Neb. 
Horse Shoes. 
American Steel & Wire Co., 
Chicago, Ill. 
Hotels. 


Spaulding Hotel, 
Michigan City, Ind. 


Jobbers—Hardware 
Bullard & Gormley Co., 
Chieago, III. 


Clark-Smith Hardware Co., 
Peoria, Il. 


Kitchen Utensils. 


Lalance & Grosjean Mfg. Co., 
Chicago, Til. 


Ladders. 


Kant-Break Ladder Co., Inc. 
St. ‘Louis, Mo 


Lath—Expanded Metal. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Machines—Crimping 


Bertsch & Co., 
Cambridge City, Ind. 


Machinery—Culvert. 


Bertsch & Co. 
Cambridge City, Ind. 


Machines—Razor Blades 


Hyfield Mfg. Co., 
New York, N. Y. 


Machines—Stove Pipe 
Hemp & Co., St. Louis, Mo. 


Machines—Tinsmiths’ 
Bertsch & Co. 
Cambridge City, Ind. 
Chicago Elbow Machine Co., 
Oak Park, Til. 
Dreis & Krump Mfg. Co., 
Chicago, III. 
Ewert & Kutscheid Mts. Co., 
Chicago, Ill. 
Hemp & Co., St. Louis, Mo. 
Maplewood Machinery Co., 
Chicago, Til. 
Marshalitown Mfg. Co., 
Marsha! town, 
Osborn Coe., The J. M. & L. A 
oo Ohio 
Co., W. 
Rockford, Til. 
Whitney Metal Tool Co., 
Rockford, IIl. 


Iowa 


Whitney Mfg. 


Lists. 
St. Louls, Mo. 


Malling 
Ross-Gould, 


Metals—Perforated. 


Harrington & King Perforating 
Co. Chicago, Il. 


Miters. 


Friedley-Voshardt Co., 
Chicago, Il. 


Miters—Eaves Trough. 
Braden Mfg. Co., 
Terre Haute, Ind. 


Milwaukee Corrugating Co., 


Milwaukee, Wis. 
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Nails—-Slating. 


Hussey & Co., C. G., 
Pittsburgh, Pa, 


Nails—Wire. 


American Steel & Wire Co., 
Chicago, TM. 


Ornaments—Sheet Metal, 
Friedley-Voshardt Ce., 
Chicago, Il. 
Gerock Bros. Mfg. 


Milwaukee Cocruqatins Co., 


ilwaukee, Wis. 


Patterns—Furnace & Stove. 
Cleveland Castings Pattern Co. 
Cleveland, Bitte 
Quincy Pattern Co., Quincy, Mm. 
Vedder Pattern Works, 
Troy, N. Y. 


Pipe and Fittings—Furnace. 
Dunning Heating & Supply 
ilwaukee, Wis. 


Excelsior Steel Furnace Co., 
Chicago, Il. 
Henry Furnace & Fdy. Co., 
Cleveland, Ohie 
Lamneck Co., W. E., 
Columbus, Ohie 
Meyer & Bro. Co., F., ok Tm. 


Osborn Ce., The J. M. & L. 
Cleveland, Site 


Quick Furnace & Supply Co., 
Des Moines, Iowa 


Red Front Furnace & Supply Co., 
Chicago, Ill. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Pipe and Fittings—Stove., 


=xcelsior Steel Furnace Co., 
Chicago, Il. 


Hemp & Co., St. Louis, Mo. 
Meyer & Bro. Co., F., Peoria, Il. 


Sullivan-Geiger Co. 
Indianapolis, Ind. 


Pipe—Conductor. 
Berger Bros. Co., 
Philadelphia, Pa. 
Burton Co., W. J., Detroit, Mich. 
Clark-Smith Hdw. Co., Peoria, Til. 
Dieckmann Co., Ferdinand, 
Cincinnati, 
Friedley-Voshardt Co., 
Chicago, Ill. 


Ohie 


Hussey & Co., C. G., 
Pittsburgh, Pa. 


Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


New Jersey Zinc Co., The, 
New York, N. Y. 


Posts—Steel Fence. 


American Steel & Wire Co., 
Chicago, Ill. 


Punches. 
Bertsch & Co., 
Cambridge City, Ind. 


Machine Appliance Corporation, 
The, Bro << New York 


Whitney Mfg. Co., W. 
eckterd, In. 


Whitney Metal Tool Co., 
Rockford, Til. 


Punches—Combination Bench and 
Hand. 


Metal Tool Co., 


Whitney 
Rockford, Il. 


Punches—Hand. 


Machine Appliance Corporation, 
The, Brooklyn, New York 


Whitney Metal Too! Co., 
Rockford, Il. 


Ranges—Combination Gas & Coal. 
American Stove Co., St. Louis, Me. 
Malleable ae ee Co., 


eaver Dam, Wis. 
Quick Meal Stove Co., 
St. Louis, Mo 














AMERICAN ARTISAN AND 


SHEET 
METALS 


June 30, 1923 


ROOFERS’ 
SUPPLIES 


MERCHANT & EVANS CO. 





PHILADELPHIA 


—— WAREHOUSES —— 


CHICAGO CLEVELAND 
WHEELING 


Established 1866 


NEW YORK 








PERFORATED METALS 
eT atta. hg Seat Fle! ee 





All Sizes and Shapes of Holes 
In Steel, Zinc, Brass, Copper, Tinplate, etc. 
For All Screening, Ventilating and Draining 


EVERYTHING IN PERFORATED METAL 


THE HARRINGTON & KING PERFORATING © 


os 














Memorial Monuments 


Write for Prices and 
Illustrations 


Gerock Bros. Mfg. Co. 


Sheet Metal Ornaments 
and 


STATUARY 
1252 So. Vandeventer Ave’ 


Inco: 
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TIN & TERNE 
PLATE 


SHEET 
STEEL 


GALVANIZED 
ONE PASS BLACK 
BLUE ANNEALED 


ARMCO 
INGOT 
IRON 


COPPER -ZINC 


PROMPT SHIPMENTS 
FROM STOCK 


Inland 
Copper 


Alloy 
Sheets 


INLAND STEEL COMPANY 


38 South Dearborn St., Chicago 


Works: Branch Offices 
Indiana Harbor, Ind. Milwaukee St.Louis 








rporated 1894 





KANSAS CITY 





























St. Louis, Mo., U. S. A. 











Chicago Heights, ILL. St. Paul 
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Ranges—Gas. 
American Stove Co., St. Louis, Mo. 
Clark & Co., Geo. M., Chicago, Ill. 
Dangler Stove Co., Cleveland, O. 


Quick Meal Stove Co., 
St. Louis, Mo. 


Rasps. 
Geller Bros., Newark, N. J. 
Register Shields. 


Gall-Neal Furnace Co. 
Indianapolis, Ind 


Register—Warm Air. 
Dunning Heating 2. A. ly Co., 
ilwaukee, wi 8s. 


Steel Mast Co., 


Excelsior 
hicago, Ill. 


Bart & Cooley Co. 
New ‘Britain, 


Genry Furnace & Fdy. Co. 
Cleveland. Ohio 


Ind. 


Conn. 


Majestic Co., Huntington, 


Quick Furnace & } Sunny Co., 
es Moines, Iowa 


Red Front mem. aa Szpely Co., 
Chicago, Til. 


Rock Island Register Co 
Rock Isiand, Il. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Stearns Register Co., 
Detroit, Mich. 


Tuttle & Bailey Mfg. Co., 
Chicago, Til. 


Walworth Run Fdy. Co., 
Cleveland, Ohio 


Waterloo Register Co., 
Waterloo, Iowa 


Registers—W ood. 


American Wood Register Co., 
Plymouth, Wis. 


Regulators—Heat. 


Honeywell Heating Specialties Co.., 
Wabash, Ind 


Repairs—Stove & Furnace. 
Sessler Co., H. E., Syracuse, N. Y. 


Equipment. 
Callender Soldering Process Co., 
Chicago, I1!. 
Ridging. 
American Rolling Mill Co. 
Middletown, Ohio 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Rivets—Stove. 


Kirk-Latty Mfg. Co. 
Cleveland, Ohio 


Roasters. 


Lalance & Grosjean Mfg. Co., 
Chicago, Til. 


Rods—Stove. 


Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Rolls—Forming. 


Bertsch & Co., 
Cambridge City, 


Ind. 
Reoof—Fiashing. 
Hessler Co., H. E., Syracuse, N. ¥ 


Milwaukee Corrugeting Co., 
Milwaukee, Wis. 


Reofing—lIron and Steel. 


American netting Mill Co., 
Middletown, Ohio 


Burten Co., W. J., Detroit, Mich. 


Certright Metal Roofin 
Pailndsiphia, Pa. 

Friedley-Voshardt Co., 
Chicago, Til. 


{nland Steel Co., Chicago, IIl. 


Merchant & Evans Co. 
Philadelphia, Pa. 
Milwaukee Corrugeting Co., 

Mil “won Wis. 


Osborn Ce., The J. L. A, 
MER, Ohio 


Roofing—Tizx. 


Tayler Co., N. & G., 
Philadelphia, 


=a, 


Boofing—Zinc. 


Illineis Zine Co., 
New York, N. Y. 


New Jersey Zinc Co., The, 
New York, N. Y. 


AMERICAN 





Rubbish Burners. 


Hart & Cooley Coe., 
New Britian, Conn. 


Schools—Automobile Radiator 
Repairing. 


Zideck Aute Radiator School, 
New York, N. Y 


Schools—Sheet Metal Trades. 


Zideck School of Sheet Bota} 
Trades, New York, v. 


Scheslo—Shoet Metal Pattern . 
rafting. 


St. Louis “cuanen Institute, 
St. Mo. 


Louis, 


Zideck Auto Radiator School, 
New York, 


Sereens—Perforated Metal 


Harrington & King Perforating 
Co., Chicago, TIil. 


Shears—Hand and Power. 
Ewert & Kutscheid Mfg. Co., 


Chicago, Ill. 

Marshalltown opts. Co. 
Marshalltown, Iowa 
Viking Shear Co., Erie, Pa. 


Sheets—Black and Galvanized. 


American Rolling Mill Co., 
Middletown, Ohio 
Inland Steel Co., Chicago, Tl. 


Merchant & Evans Co. 
Philadelphia, Pa. 


Milwaukee Corruqaeins Co., 


ilwaukee, oo 


Osborn Co., The J. M. & L. 
Cleveland, Sihio 


Taylor Co., N. & G., 
Philadelphia, Pa 


Sheets—lIron. 


American Rolling Mill Co., 
Middletown, Ohio 


Merchant & Evans Co. 
Philadelphia, Pa. 


Sheets—Tin. 


Merchant & Evans Co. 
Philadelphia, Pa. 


Taylor Co., N. & G., 
Philadelphia, Pa. 


‘ 


Shingles—Zinc. 

Illinois Zinc Co., 
New York, N. Y. 
Corrugating Co., 
Milwaukee, 


Milwaukee 
Wis. 


Sifters—Ash. 


Diener Mfg. Co., G. W. 
Chicago, Il. 


Sifters—Flour. 


Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 


Sky Lights. 
Burton Co., W. J., Detroit, Mich. 


Milwaukee Corrugating Co., 
Milwaukee. Wis. 


Smoke Pipe—Cast Iron. 


Waterloo Register Co., 
Waterloo, Iowa 


Solder. 
Chicago Solder Co., Chicago, Iil. 
Milwaukee Corrugating Co. 
Milwaukee, 
Taylor Co., N. & G., 
Philadelphia, Pa. 


Wis. 


Soldering Furnaces. 
Ashton Mfg. Co., Newark, N. J. 
Bernz Co., Otto, Newark, N. J. 
Burgess Soldering Furnace Co., 

Columbus, Ohio 
Clayton & Lambert Mfg. Co. 
Detroit, Mich. 
Diener Mfg. Co., G. 
*Beomen, Ti. 
Double Blast Mfg. Co. 
North Chicago, Ill. 
Hones, Inc., Chas. A., 
Baldwin, Long island, N. Y. 


Quick Meal Stove Co., 
St. Louis, Mo. 





ARTISAN AND HARDWARE 


Specialties—Hardware. 
Bullard & Gormley, Chicago, III. 


Diener Mfg. Co., G. W., 
Chicago, Ill. 


Heller Bros. Co., Newark, N. J. 
Hessler Co., H. E., Syracuse, N. Y. 
Hyfield Mfg. Co., New York, N. Y. 
Lovell Mfg. Co., Erie, Pa. 


Sporting Goods. 
Bullard & Gormley, Chicago, Il. 


Stains—Oil and Acid. 
Federal Varnish Co., Chicago, Ill. 


Stars—Hard Iron Cleaning. 


Fanner Mfg. Co., Cleveland, Ohio 
Statuary. 
Friedley-Voshardt Co., 
Chicago, Ill. 


Gerock Bros. Mfg. Co., 
St. Louis, Mo. 


Stoves—Camp. 
Quick Meal Stove Co., 
St. Louis, Mo. 
Steves—Gas. 
Clark & Co., Geo. M., 
Chicago, IIl. 


Dangler Stove Co., 
Cleveland, Ohio 


Indiana Stove Works, 
Evansville, 


National Stove Co., 
New Process Stove Co. 
Cleveland, Ohio 

Quick Meal Stove Co., 
St. Louis, Mo. 


Ind. 


Lorain, Ohio 


Reliable Stove Co., 


Cleveland, Ohio 


Stoves—Gasoline and Oil. 
American Stove Co., St. Louis, Mo. 
Clark & Co., Geo. M., Chicago, III. 
Dangler Stove Co., Cleveland, O. 


New Process Stove Co. 
Cleveland, Ohio 


Stove Co., 
St. Loufs, Mo. 


Quick Meal 
Stoves and Ranges. 
American Stove Co., St. Louis, Mo. 


Cepper Clad Malleable Range Co., 
St. Louis, Mo. 


Gohman Bros. & Kahler 


New Albany, Ind. 
Indiana Stove Works, 
Evansville, Ind. 


Malleable Iron Range Co., 
Beaver Dam, Wis. 


Michigan Stove Co., The, 
Detroit, Mich. 


National Stove Co., Lorain, Ohio 


Quick Meal Stove Co., 
St. Louis, 


Mo. 
Stove Pipe Reducer. 


Sullivan-Geiger Co., 
Indianapolis, Ind. 


Tacks, Staples, Spikes. 


American Steel & Wire Co., 
Chicago, Ill. 


Temperature Regulators. 


Honeywell Heating Specialties Co., 
Wabash, Ind. 


Tiles and Shingles—Metal. 
Burton Co., W. J., Detroit, Mich. 


Cortright Metal Roofing Co. 
Ph iladelphia, Pa. 


Illinois Zine Co., New York, N. Y. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Tinplate. 
Milwaukee Cosvenatins Co., 
Milwaukee, ag 
The J. M. & L. 
Cleveland, Sito 
Taylor Co., N. & G., 
Phiiadelphia, Pa. 


Osborn Co., 


Tin—Perforated. 


eae & King Tetsresting 
Co. Chicago, Iil. 


RECORD 
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Tools—Tinsmith’s, 
Bertsch & Co. 
Cambridge City, 
Chicago Elbow Machine Co. 
Oak Park) yy) 
Dreis & Krump Mfg. Co., 
Chicago, Th, 
Ewert & Kutscheid Mfg. Co., 
Machine Appli Pen. +. 
ance 
The, Brooklyn, New: Turk 
Maplewood Machinery Co,, 
Chicago, mi. 
Marshalltown Mfg. Co., 
Marshalltown, Iowa 
Osborn Co., The J. M. & L. A. 
Cleveland, Ste 


Ind. 


Vaughan & Bushnell Mts. Co., 
hicage, I 
Viking Shear Co., Erie, _ 


Whitney Mfg. Co., W. £.. 

Rockford, I. 

Whitney Metal Tool Co., 
Rockford, Ti. 


Torches. 
Ashton Mfg. Co., Newark, N. J. 
Bernz Co., Otto, Newark, N. J. 
Burgess Soldering Furnace Co., 
Columbus, Ohio 
Clayton & Lambert Mfg. Co., 
— Mich. 
Diener Mfg. Co., G. 
Chicago, Ti. 
Double Blast Mfg. Co., 
No = hicnee. Th. 
Ena. Ch 
Bal dwin, Lens sand, N. Y. 
Quick Meal Stove Co., 
St. Louts, Mo 


nee, 


Transit Companies. 


Cleveland & Buffalo Transit Co., 
Cleveland, Ohio 


Trimmings—Stove. 
Fanner Mfg. Co., Cleveland, Ohio 


Varnishes. 
Cornish & Co., J. B., Chicago, Ill. 
re@ernt varnisn Co., Chicago, III. 


Ventilators. 
Aeolus Dickinson Co., Chicago, Ill. 
Arex Company, Chicago, Ill. 
Berger Bros. Co., Philadelphia, Pa. 
Friedley-Voshardt Ce. 
Chicago, Mi! 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Standard Ventilator Co., 
Lewisburg, Pa. 


Ventilators—Ceiling. 


Hart & Cooley Co., 
New Britian, 

Henry Furnace & Fdy. Co. 
Cleveland, Ohie 


Tuttle & Bailey Mfg. Co., 
New 


Conn. 


York 


Water Heaters—Oil Burning. 
Dangler Stove Co., Cleveland, 0. 


Wire. 

American Steel & Wire Co., 

Chicago, Ill. 
Wrenches. 
Coes Wrench Ce., 

Worcester, Mass. 

Wringers—Clothes. 
Lovell Mfg. Ce., Erie, Pa. 


Zinc. 


Illinois Zinc Co., 

New York, N. Y. 
Merchant & Evans Co. 
Philadelphia, Pa. 


New Jersey Zinc eee The, 
ew York. N. ¥. 


Zinc—Slab. 
New York, N. Y. 


Illinois Zine Co., 
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THE BIG VENT WITH THE GREAT PULL 


All Sizes All Metals 


Reasonably Priced Quick Shipments 





EOLUS VENTILATOR 


RIGID — STRONG — DURABLE 


AEOLUS DICKINSON CO. 


Vent Makers Since 1888 


3332-3352 South Artesian Avenue - - Chicago, Illinois 
Telephone: Lafayette 1862-1863 





























VENTILATORS 


We carry a full line of the below named well 
known ventilators: 

EARLE IWAN’S “ROYAL” 
PERFECTION 

HERCULES 











WRITE FOK :HIS BOOK 


AR Xx Ventilation will open new 
channels of profit for you. This 
book shows you many interesting appli- 
cations with co data 

- tor book 81 —it will be sent free 


charge. 





AMERICAN-LARSON 
We can make prompt shipments on your orders 
for anything in the sheet metal line. 


Try us—write for catalog today 
AREX COMPANY 






BERGER BROS. CO. 


229 to 237 ARCH STREET 
WAREROOMS AND FACTORY: 100 TO 114 BREAD STREET 
PHILADELPHIA, PA. 


J.C. Kern. hen, Pres. 
1581 Conway Building, Chicage 








Plecker’s Galvanized Eave Trough and Corrugated Expanding Conductors 
Cost no more 


Made of ; 
Keystone = Lasts longer 
Copper Bearing ; Therefore 
Steel Cheapest 


ee 
| CLARK-SMITH HARDWARE CoO. - - PEORIA, ILLINOIS 
Z 


—" 











OES away with high stacks, swings freely in the 
slightest breeze and positively cures down-drafts. The 


TANI D A Le ih ple and most efficient combination to be had. Has 
no equal for chimney purposes. All jobbers sell them— 
; : write your jobber or us for prices and catalog today. 
Manufactured by 
STANDARD VENTILATOR CO. 


VENTILATOR and CHIMNEY CAP LEWISBURG, PA. 
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Here are some new Whitney 
d and Efficiency Tools 


4 78 


Spee 


4 


TINNERS’ 


HOLLOW —o—— 


PUNCH ee 


HOLLOW PUNCH SET 
No. 1 


OMPLETE in wood case and 
handle with punch bits sizes 2 in., 
3 in., 3 in., 2 in., 7 in., per set, $3.60. 
Prices, 2 in. 36c, } in. 45c, $ in. 54c, 
2 in. 66c, 7 in. 75c per each bit. 
Handle only, $1.26. 


each bit. 


No. 6 
EYELET PUNCH 







FIRST OPERATION 
BINDS PIECES 
TOGETHER 


ELIMINATES RIVETS 
DOES FASTER WORK 


SAVES TIME 













HOLLOW PUNCH SET 
No. 2 No. 3 


OMPLETE in wood case and 
¢ handle with punch bits sizes | in., 
17 in., 14 in., 12 in., 2 in., per set, $8.40. 23 in., 23 in., 3 in., per set, $11.40. 


in. Ii i BA 
Sas Wi tk tea in. Prices, 24 in., $1.80, 25 in. $2.01, 23 


Handle only, $2.52. 
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Write today for circu- 
lars illustrating and 
describing our— 


BALL BEARING 
PUNCHES 
Made in 14 Sizes 


ANGLE IRON SHEAR 
UNIVERSAL PUNCH 


RIVETING AND BUTTON 
PUNCHES AND DIES 


HOLLOW PUNCH SET 








OMPLETE in wood case and 
handle with punch bits sizes 23 in., 


in. $2.22, 3 in. $2.40 per each bit. 
Handle only, $3.75. 


BENDING FIXTURE 


NEW Whitney Idea— 

iB speedy, strong and light. 
It will bend }in. x 2in. ma- 

terial. The frame is cast steel 
and it has adjustable stops so 
as to allow bending of any 
amount of duplicate parts at 
a specified angle. It is made 
entirely of steel and is guar- 
anteed in every respect to 
do unusually good work. 
It is fitted with lugs so 


















that it can be fastened 
to the bench. 






FIPHS HED. 


SAME EFFECT 
AS AN EYELET 









Write 
for 
SECOND OPERATION Cir culars 
arid 
FIRST & SECOND OPERATIONS r 
USE SAME PUNCH & DIE Prices 
THEREFORE NO CHANGES, NO DELAYS today. 





MANUFACTURED BY WHITNEY METAL TOOL CO. ROCKFUROILLUSA: 


Write for catalog showing the most complete 
line of Special Tools for the Sheet Metal Worker 


WHITNEY METAL TOOL COMPANY 


93 Forbes Street Rockford, Illinois 
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DOUBLE BLAST FIRE POTS 


Gasoline Burning 


The GENERATOR used in DOUBLE 
BLAST FIRE POTS is the most powerful 
generator ever put on a fire pot. It is 
made of brass and will not rust or cor- 
rode. It has no packing of any kind, and 
as it has no smal) channels it cannot cleg 
but will always burn a blue fame. Our 
No. 25 Fire Pot shown herewith has a 
large brass pump one inch in diameter. 
The tank is made of galvanized steel and 
is firmly fastened to the base. The burn- 
er on this fire pot is so arranged that the 
two hot blasts are forced from the 
outside to the center so that the iron 
in the fire receives both hot biasts. 
There are more features that you 
should know about. 


Our latest catalog discribes our 
LL oes line in full. Write for it today. 
No. 25 DOUBLE BLast DOUBLE BLAST MFG.CO. 


Tinners’ Fire Pot NORTH CHICAGO, ILL. 

























DOUBLE NEEDLE TORCHES 
OVERCOME BURNER TROUBLES 


Blow Torch Burners having sharp pointed 
Needle are frequently ruined by forcing the 
Needle, which enlarges the gas orifice. This 
is impossible with the Improved Double 
Needle Burners as the points are blunt. 
Orifice is cleared by upper Needle having 
a wire tip. Lower Needle regulates flame. 
Over 300 degrees more heat is produced, 
burning Gasoline or Kerosene. No. 208 


Torch is quart, No. 206 two quart, and No. 
210 pint size. Jobberg, supply at factory 
prices. Send for a catalogue. 


sia Mt Tert = CLAYTON & LAMBERT MFG. CO. 
Ask for Discount 10635 Knodell Ave. DETROIT, MICH., U.S.A. 




















ART METAL 
CEILINGS 


SIDE WALLS 


QUALITY—DURABILITY—BEAUTY 


Are thoroughly combined in FRIEDLEY-VOSHARDT 
ART METAL CEILINGS AND SIDE WALLS. We have 
added to our list a great number of new and handsome 
designs. Special designs can be made if desired. Only 
the best of materials used. Weare prepared to serve 
you. Ceiling Catalog No. 33 on request. 


DONT DELAY—WRITE TODAY 


FRIEDLEY-VOSHARDT CO. 


Office: Factory: 
733-737 S. Halsted St. 761-771 Mather Street 


CHICAGO, ILLINOIS 























CORTRIGHT METAL SHINGLES- 


Hand dipping shingles in molten zinc 
after they have been cut and stamped 
puts an even coating on both sides 
and on all edges. 

mae, We also make tightcoat and painted 
pee tin shingles. 
















Terne Plate Specialists 
since the beginning of the industry in this country 
Let we quote on your requirements. 


THE J. M. & L. A. OSBORN COMPANY, Cleveland 
Sheet Metal Workers’ and Furnacemen’s Supplies 



























VESUVIUS 


Blow Torches and Stoves 


if 


have an extremely ss” 
powerful flame. 
They are made of 
the best material 
that can be obtained 
and their construc- 
tion insures long 
serviceability. 
















Write for Descriptive 
Circular Today 










For uasoline For Coaloil 


QUICK MEAL STOVE Co. 


Div. American Stove Company 


825 Chouteau Avenue St. Louis, Mo. 






oz ; L, 
4 e 
S94 
A011 aie 
_ _ a egw NEM 
Because of noiseless flame, - N ba 
durability and remarkable 
efficiency Torrid Tinners 
Furnaces are displacing all 
others of their type. 


Geo. W. Diener Mfg. Co., Chicago, I1I* 








We Have Been At It Since 1876 


That is why we can furnish furnaces 
and torches which are SO PRAC- 
TICAL, SO DURABLE, AND SO 
ECONOMICAL. 


Ask for circular on complete line 
Jobbers supply at factory prices 


OTTO BERNZ CO., Inc. 
NEWARK, N. J. 
Ne 12 nn Manufacturers of 
11 Bulb Furnace ‘The “ALWAYS RELIABLE” Line 


Welded Steel Resorveir 





Fs 
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FREE—/f you have never used— 


Si EEO eo ¢ 


SOLID SAL AMMONIAC WS Y 
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SPEC, 



































E WANT to send you a sample cake “> l/ 
so you can prove to yourself that it is— i on the 
1—The handiest Sal Ammoniac you ever laid hands on. ——_ ° v0 23 Spx, 
2—Just as easy to use and carry as any tool you use. - - 
| 3—Long lasting—lasts five times as long as the same \ 
: weight of “lump.” a i 
| 4—The only form of Sal Ammoniac that won't corrode 
: the tools in your kit. - 
fish grat oe see pores ond see Special Chemicals Company 
top of this advertisement. 397 Central Avenue Highland Park, Illinois 














Make Your Own Elbows, Any Size 
in Two Minutes, with this Machine 


Here is the Most Remarkable Machine ever made for ithe Sheet Metal Worker—just take your 

straight pipe—fasten the form or jig to it and in two minutes you have your 3 or 4 piece fadjustable 

elbow all ready for use and any size you want. a 
o 


PURNELL ELBOW EDGING AND CUTTING MACHINE 


We can’t begin to tell you in details about the design, construction and equipment of this machine in this space. 


It is simple and sound and constructed of the very best materials—both installers and manufacturers are using it to save time and 
ame | vo away with a large stock for the installer and enables him to make his adjustable elbows any size for each job af once 
wi needs them. 





Range 
of 
capacity 
7” to 36” 








Write today for circular giving complete description and price. 


CHICAGO ELBOW MACHINE COMPANY 
810 North Boulevard OAK PARK, ILLINOIS 














MARSHALLTOWN 


Throatless Shears 


HERE is a machine that will do 

all your sheet cutting. It takes 
sheets of any size and does accurate 
work quickly. It is our No. 18 Hand 
Power Shear, the size for the av- 
erage shop. It is high grade 
throughout, being made of the 









Perforates cardboard, leather 
and paper up to ¥,”. Thru 
untempered metal up 
to 20 gauge. 













strongest and toughest metals. ane 

It sells at a price which makes it Great Danaeé— er 

possible for you to own one NOW. Nationally Advertised a 
at: 


Address Dept. A. A. and ask for our cata- 


= Protos -_ log and price list covering our entire line. 


MARSHALLTOWN MFG. CO., Marshalltown, Iowa 








THE MACHINE APPLIANCE CORPORATION 


pesos tment caverta etcrccoraecccttnt ctr TI S O = I N Cc H F O R M I N G R O L I- 


CHICAGO STEEL CORNICE BRAKES This Forming Roll is built 


in all standard sizes, with our 
STANDARD OF THE WORLD Patented Opening Device by 


means of which it is opened 
and closed in a few seconds. 


We build a complete line of Shears and 
Punches, all sizes, for hand or belt power 


Write for Catalog “‘R” 














































E 5 BERTSCH & CO., Cambridge City, ind. 
= : —_anstnnenaetaneie eens 
Wc. G. HUsS co 
E THE BEST BRAKE FOR ALL PURPOSES 5 Rolling Mills and Office, PITTSBURGH, PA. 
z Soe Lert > Easiest Operated, Low in Price = Manufacturers of 
= in All Len he and to Bend All Gauges of SHEET COPPER, BOTTOMS, ROLL COPPER, TINNED AND 
: WRITE FOR PARTICULARS a PIPE, CAVES” TROUGH, ELBOWS, nO ITRES, ETC. 
DREIS & KRUMP MFG. CO., 2915 s. Halsted Street, cmcaco | Branch Warehouses in New York Chicago and St. Louis 
TOPTPULEDOTOED YOST! Hi 
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COES. 


——————— 


R the customer who wants a 
Screw Wrenchtodo all sorts of 
work—to stand up under all kinds 
of strains—the Coes Steel Handle 
is the kind to sell. 


Anall-steel wrench, properly heat 
treated, wearing parts hardened. 


The ideal wrench for “‘all-’round 
rough use.” 


How is Your Steel-Handle Stock? 


‘Coes Wrench Co. 


ESTABLISHED 1841 IN 
Worcester, Mass. 
J C. McCARTY & CO.,29 Murray Street, New York 


JOHN H. GRAHAM & CO., 
113 Chambers St., New York 


FENWICE. FRERES, 8 Rue de Rocroy, Paris, France 


STEEL 
HANDLE 


. Make Your Trip More 
Enjoyable by a Refreshing 
Night on Lake Erie 


(Your rail ticket is good on the boats) 


Thousands of travelers between the East and West 

say they wouldn’t have missed that cool, comfortable 

night on one of our fine steamers. A good bed in 

a clean stateroom, a long sound sleep and an appet- 

izing breakfast in the morning! 

Steamers “SEEANDBEE”—“CITY OF ERIE” 
—“CITY OF BUFFALO” 


Daily, May 1st to November 15th 


weave Cleveland - 9:00 P. M. Leave Buffalo - 9:00 P.M. 
Arrive Buffalo - 7:30 A.M. Arrive Cleveland - 7:30 A. M. 
j Eastern 


Time 
Connections for Niagara Falls, Eastern and Canad- 
ian points; Cedar Point, Put-in-Bay, Toledo, 
Detroit and points west. Ask your ticket agent or 
tourist agency for tickets via C & B Line. 
New Tourist Automobile Rate—$10. 00. 


Send for free sectional puzzle chart ‘ The Great Ship 

me Great Ship “Seeandbee" and “SEEAN DBEE”—the 
32-page bock'«:. largest steamer en tafand 
The Cleveland and“Suffalo a eS Se 


Transit Company — 
s a ‘ 
Cleveland, O. Fare$5.50 
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KANT - BREAK 
LADDER 


HAT’S the name 

of the ladder and 
also the reason why 
it can hold the ag- 
gregate weight of 
six men. 


A Steel Rod in each rung 
A Steel Insert on both edges 


of each upright and 
only the best materials 
used in its construction. 


That’s the proof of why 
they can’t break. Con- 
tractors who believe in 
“Safety First” buy the 
best ladder— 


KANT-BREAK 
KANT-BREAK LADDER CO., Inc. 


9th and Monroe Sts. ST. LOUIS, MO. 























CHICAGO STEEL SLITTING SHEAR 


LIGHT—POWERFUL 
DURABLE 
Capacity 10 gauge sheets 


Any Length or Width 
Flat Bars 3/16 x2” 


Weight 22 pounds 
Price $12.50 Net 
F. O. B. Chicago 


Made of pressed steel and equipped with old 
down. Blades of highest grade crucible steel 
Most indispensable high grade shears made. Equal to other shears sell 
j2g at over twice the price. ORDER YOURS TODAY 


DREIS & KRUMP MFG. CO., 2915 S. Halsted St., Chicago 














electrical, rope, barbed, plain, 
nails, tacks, spikes, bale-ties, 
hoops, springs, netting, wire 
fences, steel posts, steel gates, 
trolley wire, rail bonds, flat 


wire (strip steel), piano wire, 
horse shoes, round and odd-shape wire, screw stock, 
concrete reinforcement. Aerial Tramways. 


IlMustrated Books describing uses, FREE 


American Steel & Wire 


Company 


Chicago—New York 
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Haven't you had customers 


ask you for a good varnish? 


AND did you have to tell them you didn’t sel] 
varnishes ? 


Most hardware stores carry a line of paints and 
varnishes and you can, too. 


Ar-Ki-Teck Spar Varnish is the ideal brand of 
varnish for the hardware dealer because the one 
grade is suitable for all purposes. 


It’s the one high grade varnish you can sell your 
customers with assurance that it will give the ut- 
most satisfaction no matter on what kind of job 
they use it: 


INTER LOR If you will send us your name and address we will 
EXTER! OR | i be glad to tell you in detail how you can sell 
J.B.CORNISH 8 Co, ( WA) Ar-Ki-Teck Spar Varnish now with good profits. 


J. B. Cornish & Company 


Real Selling Helps Free Northeast Corner State and Lake Streets 
We will send you a large attractive four-color 
Ser ale & Gaels ot tateramion Soukiete tor ats- Chi Tllinois 
an ; 
tripution to eagle in your district. Ask us about cago, n 
them TODAY. 
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GARDEN TOOLS, GENERAL AND BUILDERS’ HARDWARE, 
MECHANICS’ TOOLS, CUTLERY, GUNS, AMMUNITION, 
SPORTING GOODS AND FISHING TACKLE. 








sands of hardware dealers has given 

us an unusual ability to judge what 
brands of goods give the dealer and his 
customers the most satisfaction. 


We handle a good variety of makes at dif- 
ferent prices—always carefully selecting 
those brands which are the best in their 
class no matter what their prices may be. 
When you order from us you can be sure 
of getting quality goods at right prices— 
prices which enable you to retail the stock 


at a good profit. ; 
a 
BULLARD @ GORMLEY CO. 


Wholesale Hardware 
54-62 East Lake Street 


CHICAGO. ILLINOIS 
SS =«§« ALSTON 


O's: long experience in serving thou- 
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BUSINESS CHANCES 
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HELP WANTED 








WANTS AND SALES 


For paid yearly subscribers, 

MERICAN ARTISAN AND 
HARDWARE RECORD will insert 
ynder this head advertisements of 
not more than fifty words WITHOUT 
CHARGE. Employers wishing to 
secure employes, parties desiring to 
purchase or sell business, secure part- 
ners, or to exchange, etc., will find 
that these pages offer ex celient 
opportunities to satisfy their wants. 
Clerks and tinsmiths looking for situe 
ations will find it to their advantage 
to use these columns. Those who re- 
spond to these announcements please 
mention that they “READ THE 
ADVERTISEMENT IN AMERICAN 
ARTISAN AND HARDWARE 
RECORD.”’ 


BUSINESS CHANCES 


Lightning Rods—Sell our famous Cop- 
Cable and Section Rods—endorsed and 
beled by Underwriter’s Laboratories. 
Special Patented One Piece Air Terminals 
—and many other exclusive features with 
Rock Bottom Prices. Don’t do all the 
hard work and let your competitor put on 
the rods. Write today for agency. L. K 
DIDDIE CO., Marshfield, Wisconsin. 











For Sale—Complete sheet metal shop 
equipment. Will sell part or all. Com- 
lete list and prices on application. Lock 
ox 234, Auburn, Indiana. 24-3t 





For Exchange—I have a good farm, 
well improved, near good town, that I 
will exchange for established merchandise 
or hardware store. Address M. F. Bros- 





nahan, Pierceton, Indiana. 25-3t 
For Sale—Plumbing and tin shop doing 
good business in town of 800. Only shop 


intown. Sickness reason for selling. Ad- 
dress B-52, care of AMERICAN ARTISAN, 
620 South Michigan Avenue, Chicago. 25-3t 


For Sale—Half interest in sheet metal 
shop doing excellent business. Party 
must be able to figure all kinds of sheet 
metal and roof work. Good opportunity 
for right party. Schoolcraft Sheet Metal 
Works, Niles, Michigan. 25-3t 


Tin Shop and Material for Sale—Owner 
retiring on account of old age. Good lo- 
cation on South Side in Chicago, with 
well established trade. Price $600 com- 
plete. Reasonable rent with good lease. 
Address O. W. Davis, 1756 Montrose Ave- 
nue, 3rd Fiat, Chicago, Illinois. Phone 
Ravenswood 6864. 24-3t 











Big opportunity for a first class tinner 
and furnace man to work into an active 
interest in one of the best hardware 
stores in Southern Wisconsin. The right 
party can buy interest in business as he 
{pres capable. Address B-45, care of 
4MAERICAN ARTISAN, 620 South Mich- 
igan Avenue, Chicago. 24-3 





For Sale—Hardware, tinning, plumbing 
and heating business. Also a two story 
22x80’ stone building in one of the best 
towns in southeastern South Dakota. 
Population about 1,800. Time may be 
given in part for building. No trading 
roposition will be considered. Address 


-44, care of- AMERICAN ARTISAN, 620 
South Michiga nue, Chicago. 24-3t 

For Sale — Plumbing, iting, sheet 
metal and radiator repair ness in a 
city of .12,000 inhabitants; excellent cli- 
mate and plenty of fishing. The only 
radiator shop in city. Plenty of work 
year around. This is a four man shop. 

ner has other business. Stock and 
tools inventory about $3,000. Building, 
$7,000, or will lease. This is a good 
proposition and can be bought right. Do 
not write unless you mean business, as 
I am too busy. Address B-49, care of 
AMERICAN ARTISAN, 620 South Mich- 
igan Avenue, Chicago. 24-3t 













For Sale—Hardware stock in excellent 
farming community. Will invoice $4500. 
Cash, and no trade. Good reason for 
selling. Exceptional opportunity for a 
live’ wire. Address B-55, care of 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago. 25-3t 


For Sale—Furnace and tin shop in 
county seat town of 2,800. Doing good 
business. Only shop in town, Northwest 
lowa. Stock invdice about $1,200, all 
clear. Good reason for selling. Address 
B-46, care of AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago. 24-3t 


For Sale—An American Ideal Arcola 
outfit; consists of a No. 2 Ideal Parlor 
Boiler, five hot water radiators of 225 ft. 
radiation, and all the pipe and fittings 
used to install it in a five room house. 
Already bronzed, used one winter, good 
as new. G. O. Sapp, Tallula, Illinois. 24-3t 


For Sale—Long established and well 
equipped sheet metal shop. Doing good 
business. Large shop, good light and 
plenty of work in Western Washington 
city of about 40,000. Will sell at invoice. 
Can arrange stock; about $2,000 to $3,000 
cash needed. Address B-54, care of 
AMERICAN ARTISAN, 620 South Mich- 
igan Avenue, Chicago. 25-3t 


For Sale—One of the best hardware 
stores in Southern Wisconsin. Doing a 
nice business with rent very reasonable. 
Best location in a city of 20,000 with only 
three other hardware stores. Stock will 
invoice about $10,000. Best of reasons 
for selling. Address B-53, care of 
AMERICAN ARTISAN, 620 South Mich- 
igan Avenue, Chicago. 25-3t 

















For Sale—Hardware store with sheet 
metal shop in connection. Stock, $6,700. 
Present owners are not practical hard- 
ware men and want to hear from two 
good reliable men who want to go in with 
us and take charge of store. We will run 
the sheet metal shop and you the hard- 
ware. City of 6,500 population. Best of 
references necessary from reliable per- 
sons. May also consider to sell out if 
unable to connect. Carlinville Hardware 
Company, Carlinville, Illinois. 25-3t 


HELP WANTED 


Tinner Wanted—Frank De Weese, 814 
Barr Street, Fort Wayne, Indiana. 24-3t 














Tinners Wanted—Steady work for out- 
side and inside. The National Cornice 
Company, Lima, Ohio. 24-3t 





Wanted—At once. A good tinner and 
furnace man. Steady job the year round. 





8 hours. $36 per week. J. H. Barnett, 
Dodge City, nsas. 24-3t 
Wanted—Sheet Metal Worker. Prefer 


one who can do radiator repairing. Good 
wages and a good place to work. Noble 
Sheet Metal Works, Rhinelander, Wis- 
consin. 25-3t 


Wanted—Furnace man to handle fur- 
naces for himself in connection with 
sheet metal establishment. No money 
required, liberal proposition, town of 35,- 
000. Near Detroit, Michigan. Address 
B-47, care of AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago. 24-3t 





Wanted—A practical all-around tin and 
sheet metal worker, to go in business in 
an established shop with a practical man. 
Little capital required. Must be able to 
do cornice, skylight, ventilating, blow- 
pipe and general sheet metal work. Must 
also be able to do laying ouf and pattern 
cutting. Union shop. A good offer for 
an honest man. Address B-51, care of 
AMERICAN ARTISAN, 620 South Mich- 
igan Avenue, Chicago. 26-3t 


SITUATION WANTED 


Position Wanted—By first class plumber 
and fitter. Am also good sheet metal 
worker. Middle west preferred. Give 
your best hours and wages. W. C. Fisher, 
Saco, Montana. 25-3t 

















Situation Wanted—By first-class plum- 
ber and fitter. Am a good sheet metal 
worker. Used to high class work and 
salary accordingly. Central west States 
preferred. At liberty after July 15th. E. 
Thomas, Saco, Montana. 26-3t 


Situation Wanted—By pluseber. heating 
and sheet metal man with 10 years’ ex- 
perience. Married and have a family. 
Can come on short notice. I am looking 
for a steady job. Address B-56, care of 
AMERICAN ARTISAN, 620 South Mich- 
igan Avenue, Chicago. 26-3t 


Position Wanted—Thoroughly posted in 
hardware and acquainted with Chicago 
and surrounding trade. Want a part time 
selling arrangement with factory, jobber 
or factory representative. Address B-48, 
care of AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago. 24-3t 











Situation Wanted—By first-class tinner 
and furnace man with 27 years’ experi- 
ence in the heating, ventilating, blow pipe 
and general job work. Married and want 
a steady, year-around job. Please state 
wages, hours, etc., in first letter. Ad- 
dress ‘‘Tinner,’’ 729 West High Street, 
Lexington, Kentucky. 26-3t 


Situation Wanted—By A-1 plumber and 
heating man with 15 years’ experience. I 
am looking for a steady job. Married 
and no boozer. Please state what you 
have, wages, size of town, etc., in first 
letter. I can come on short notide. Ad- 
dress B-42,care of AMERICAN ARTISAN, 
320 South Michigan Avenue, Chicago. 23-8t 


Situation Wanted— Hardware clerk 
with five years’ experience. Single and 
21 years of age. ave had some e - 
rience in heating and x.y and a 
a little in tinshop work. Can give good 
references. Address B-43, care of 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago. 23-3t 











Wanted—A good combination man. One 
who can do plumbing, heating, tinning 
and sheet metal work. Steady job for 
the right man. State particulars. Kehr 
Brothers, Lansing, Iowa. 24-3t 





Wanted at Once—A man who can do 
eave trough work and has some knowl- 
edge of hot air furnace work. A good job 
for the right man the year round. O. L. 
Doward, Mount Morris, Illinois. 25-3t 





Wanted — Competent tinner, familiar 
with furnace work, an experienced tin- 
ner’s helper, or even a young man who 
has not finished apprenticeship. Williams 
Hardware Company, Streator, seneee P 

-3t 





solderers, four metal 
workers, six apprentices. Open shop, ten 
hours, steady employment. Manufactur- 
ing poultry fountain feeders, etc. Ad- 
dress C. H. Mueller, % Better Products 
Company, Columbus, Wisconsin. 25-3t 


Wanted — Six 





Wanted—A good reliable sheet metal 
worker and furnace man. Must have 
plenty of experience in both lines. Good 
wages. Nine hours per day. Address B- 
50, care of AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago. 24-3t 





TINNERS’ TOOLS _ 





Wanted—A Toledo adjustable die No. 2, 
or a Beaver No. 41. G. A. Dawson, Rolfe, 
lowa. 25-3t 











BOOKS 


For Sale—Good chance to buy a book 
that will prove of much value to pat- 
tern cutters. If you want to be real 
efficient you should know Triangula- 
tion as applied to Pattern Cutting. 
This book, Triangulation, is a complete 
treatise on the subject and contains 
practical solutions of problems of fre- 
quent occurrence in sheet metal shops. 
Triangulation has 272 pages and is illus- 
trated with 124 engravings in lines and 
half-tone, including many reproductions 
of photographs of sheet metal models 
made expressly for this work. Price is 
$3.00. Order yours today. Ask for com- 
plete catalog of books and patterns 
that are of great value to sheet metal 
workers. All books sent prepaid. No 
books exchanged. Address AMERICAN 
ARTISAN, 620 South Michigan Boule- 
vard, Chicago Illinois. 
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SPECIAL NOTICES 











Special Notices — displayed 
want ads—are charged at 
the rate of $3.00 per inch 
per insertion. 


ATEN TS 


HUBERT E. PECK 
Patent Attorney 
Barrister Building, WASHINGTON, D. C. 


FURNACE DEALERS 


Increase your sales by employing a-«thor- 
oughly experienced furnace salesman and 
heating engineer of proven ability. A man 
who will canvas in an effort to get your 











product on the market. Also one who can 
go into a home and.lay out and sell a 
heating plant according to the Standard 
Code of installation and heating engineers 
and come back with the order. The writer 
is willing to go anywhere; experienced in 
the east and larger cities. Age 33. Good 
personality and a live wire. A-1 references 
and a sheet metal worker by trade. Ad- 
dress M-10, care of AMERICAN ARTISAN, 
620 South Michigan Avenue, Chicago. 

26-4t 


WANTED 
High Class Salesmen 








Who call on sheet metal 
trade to carry an elbow 
machine as a side line. 


Address M. 9 
AMERICAN ARTISAN 


DOUBLE FURNACE 
PIPE DIES 


Complete set of dies for manu- 
facturing double safety furnace 
pipe and fittings. Thoroughly 
first class and in perfect condi- 
tion. Cuts and prices mailed on 
request. Address M-13, care of 
AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago. 


YALE 


Russia finish 
patent Lock 


STOVE PIPE 


it is made of a very 

h grade of uniform 
color Blue Polished 
Bteel and coated to 








y the Jobbing Hard- 
ware Trade throughout 
the United States. 


Manufactured by 
HEMP & CO. 
ST. LOUIS, Me. 


In the event your jobber does not han bipe 
send your inquiries to a = 





Must be right on toes, have heating 
knowledge and real sales ability. Ad- 
dress M-ll, care of AMERICAN 
ARTISAN, 620 South Michigan Av- 
enue, Chicago. 24-1t 
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FURNACE SALESMAN 
WANTED 


Chance for single man to clean up. 


ZARCO 


TUBULAR, SECTIONAL 


Radiator -Core 














Best and most Practical for Replace- 


, ment. Sho k 10-foot 
HUNTER S on hand ond ‘sasemble corea an 
SIFTER Any ter on Posi 
“The Genuine’”’ ie . | a a. : t asse 
cen r cubic inc 
A good seller at all and 1% cent assembled, omits 


eH Order from Zarco Mfg. Co. 
Write today for . s. » Inc, 
complete catalo, 407-13 E. 91st St., New York 

FRED J. MEYER 


MFG. CO. 
HAMILTON, OHIO 





or Zarco Assembling Station, 
2614 So. Clifton Park Ave., Chicago, Mm. 




















We Want Several Young Men 


of practical retail Hardware, Sheet Metal and Heating experience to become 
road salesmen. The men we are looking for may be store owners or helpers, 
but have the ambition to succeed as traveling salesmen. To those men 
having the necessary practical experience, ability and determination to make 
good, we can offer territory in Illinois, Indiana, Michigan, Iowa, Missouri 
and Ohio, selling the well known and popular line of Quaker Steel Furnaces. 

Quaker Furnaces have been giving satisfactory service to home owners 
for over 27 years and are nationally distributed and sold by the leading jobbers 
and dealers. Quaker Quality construction is so sound and sensible. it: is 
easily sold and is backed up by one of the most completely equipped and 
best financed companies in the country. 

This is a rare opportunity for capable young men to become associated 
with a live, going concern. All applications will be treated strictly con- 
fidential. Write at once to— 


Quaker Manufacturing Co. 


Executive Offices 


140 N. Dearborn St. Chicago, IIl. 
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‘Yes Sir I'll hire the man who can design, proportion and lay-uut work like this pipe system 
and these filtings. In the uture we shall hire all our men by this test,"’ Says a Sheet Metal Emp'oyer 


WHICH OF THESE OPPORTUNITIES ARE YOU WORKING FOR 


FAN HEATING VENTILATING is the pinnacle of all the other branches in the 

entire Sheet Metal Industry. It offers more distinct chances for Advancement than 

ony a Ay} other fields. It is a public necessity; everybody must have heat. 
nk o ! 


HEATING VENTILATING ENGINEERING PREPARES YOU FOR 
1. For Employers it enlarges their busi- 4. As an intelligent Salesman.-f Manu- 
ness opportunities 100%. factured Heating Applic 
2. For Employees, it raises to Foreman- 5. As Chief Engineer, eating or 
ship or Superintendent of a Shop. rnace Mfg, Co. 
3. Or as pecening Engineer with some 6. Later as jiting Engineer to Ar- 
fs) 


large Heating mtractor. chitects uilding Contractors, etc. 
This Course has lately been completely revised and enlarged, and is prepared so 
tradesmen can understand what is taught. It will not shoot over your head as so 
many studies do on the subject. 
WE TEACH YOU IN YOUR OWN HOME, PERSONAL, CLEAR, DIRECT. 
Full Information Free—Select Your Course. 

© FAN HEATING AND VENTILATING ENGINEERING 

© SHEET METAL DESIGN AND PATTERN DRAFTING 

© BUSINESS MANAGEMENT 
ST, LOUIS TECHNICAL INSTITUTE 0. W. Kothe, Prin. 4543 Clayton Ave., ST. LOUIS, MO. 
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The Forest Hills Station 
of the Boston Elevated 
Railway is roofed with 
Anaconda Copper supplied 
by The American Brass 
Company and laid by E. 
B. Badger and Sons of 
Lsoston 


*13 

















Anaconda Copper for the Roof of the 
Forest Hills Elevated Station in Boston 


To provide a roof that would be leak-proof with 
minimum maintenance cost, the Boston Elevated 
Railway selected Anaconda Copper for its Forest 
Hills Station. This is but one of many examples 
where Anaconda Copper has been used for per- 
manence. 


Anaconda Economy Strip Copper is supplied for 
general roofing purposes, with edges absolutely 
parallel, and with the right temper. Its use saves 
the cost of straightening and trimming. In ad- 
dition, it costs less than sheet copper. It is made 
in lengths of 6, 8 or 10 feet—in widths of 8" to 16" 
and in weights of either 14 or 16 ounces. 





If your jobber is unable to supply you, correspond 
with the nearest office. 


THE AMERICAN BRASS COMPANY 


GENERAL OFFICES, WATERBURY, CONN. 


MILLS AND FACTORIES 
Ansonia,Conn. Torrington, Conn. Waterbury, Conn. Buffalo.N.Y. Kenosha Wis. 
OFFICES AND AGENCIES 


New York Philadelphia Boston Providence Pittsburgh 
Cleveland Cincinnatu Detroit Chicago St. Lows San Francisco 


MgANACONDA AMERICAN BRASS LIMITED. NEW TORONTO, ONTARIO, CANADA 
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For Artistic Results 
‘MTicoR™ 


TRADE MARK 


METAL CEILINGS 
AND SIDE WALLS 


Send Sketch 
And Let Us Submit Drawings 
And Estimates 





MILWAUKEE 
CORRUGATING 
COMPANY 


Kansas City MILWAUKEE Minneapolis 




















